a ert ae 


LOOKING INTO THE NEWS 


—Wild catalogs—History'’s pants—Double allowances 


THEY SELL DEALERS ONLY 


—And have no courtesy discount problem 


SELL THE ELEVATOR REPAIR SHOP By EDWIN LAIRD CADY 
—Close-upping who buys and what he needs 


HE SELLS STANDARD LINES 


—McEachron gets volume—and a profit, too 


By W. A. CYR 


NEWA PACIFIC AT DEL MONTE 


—Highlights of the west coast summer meeting 


WHAT YOU KNOW—AN EDITORIAL By EARL WHITEHORNE 


MEN YOU SHOULD KNOW—W. E. STEPHENSON OF MINNEAPOLIS 


WHAT IS DONE WITH SALESMEN'S REPORTS? 
By JOHN H. FREDERICK 
—How wholesalers use the data they contain 


SHOEMAKERS' CHILDREN HAVE SHOES 


—A picture of a new Cleveland warehouse 


ORGANIZED CALLING PAYS By JAMES EDMON KNOWLES 


—This Indiana salesman's system pays 


DEPARTMENTS 


NEW PRODUCTS TO SELL 22 OBITUARIES 36 
NEWS, NAMES AND FACES 28 MEETINGS AHEAD 36 


MEN ON THE MOVE 35 MORE FACTS ON PRODUCTS 36 


RT RTT tr _ sqeryemats? _— 
Hedy Sew) Melee: S 
Stk Ce et le STEN rE er ee Lace 


eeeaee 


a 


SOY 


Ed 


iF 
ontae 


4, 
cA 
ave 


I 


OER E TS 


~ 


pits 
fee 0S 


4, yd 
“AAAs 


Pear Ta 


CE sti 


JULY 1939 


EARL WHITEHORNE 
Editorial Director 


GLENN SUTTON 


Manager 


DON BENSON 

A. B. CONKLIN, JR. 
TOM F. BLACKBURN 
W. A. CYR 

HARRY PHILLIPS 


Managing Editor 
Assistant Editor 
Middle West Editor 
Pacific Coast Editor 
Art Editor 


McGRAW-HILL PUBLISHING 
COMPANY, INC. 
JAMES II. McGraw, 

Founder and Honorary Chairman 
Publication Office 99-129 North Broadway, 
Albany, N. Y. Editorial and Executive 
Ottices, 330 West 42nd St., New York, N.Y. 

Cable Address: MCGRAWHILL, New York 
Member A.B.P. Member A.B.C. 

James H. McGraw, dF... .cccscccccess ..- President 
Howard Ehrlich......... Executive Vice-President 
Mason Britton 
B. R, Putnam Treasurer 
D. C. McGraw 

J. E. Blackburn, Jr......... 


Vice-Chairman 


-Circulation Manager 


cal Wholesaling), July 1939, (Vol. 20, No. 7 

Published monthly, price 25c copy. Subseription 
rates—United States and possessions, Canada, 
Mexico and Central American countries $1 
All other countries $2.00 a year. Printed in 
U. 8. " Entered as Second Class Matter, 
August 22, 1936, at Post Office, Albany, N. Y., 
under the Act of March 3, 1879. Cable address 
“McGraw-Hill, New York.”” Member of A.B.P. 
Member of A.B.C. Copyright 1939 by McGraw- 
Hill Publishing Co., Inc., 330 West 42nd Street, 
New York, N. Y. 

Branch Offices: 520 North Michigan Ave., Chicago: 
883 Mission St., San Francisco; Aldwych Ilouse, 
Aldwych, London, W.C. 2; Washington; Philadel- 
phia; Cleveland; Detroit; St. Jauis; Boston; 
Atlanta, Ga. 


WHOLESALER’S SALESMAN (formerly Electri 





CEILING PULL SWITCHES 


These heavy-duty switches carry the load of re- No. 5020 (lower right); same as No. 5020-BW, 


sponsibility for right-working industrial lighting. except designed for top-wiring instead of back - wiring. 


No. 3731 (upper right), is for Type C lamps; 20 Ampere 
“T”’ rating. Regularly furnished with Bakelite Switch cover. 


No. 6662-BC (lower left), has side pull cord, Bakelite 
cover, and slots in the porcelain base, for open wiring. 


Their mechanical and electrical parts have the extra metal— 
and extra durable metal — to function and /ast under hard use. 
Their designs are the outgrowth of 49 years of specialized 
switchmaking to industrial standards. 
Features: No. 5020-BW (upper left); new back - wired type. 


Wires are connected to contacts on back of base. Has 31" 
outlet box cover for conduit work. 


This complete line includes all regular switch connections, 
with a choice of metal or Bakelite switch covers, side or 
bottom pull cord; .. . ask for complete listings. 


- | a 
SOLD THROUGH YOUR AR R OW FLEGTR G DIVISION ELECTRICAL WHOLESALER 
eocmndinhaisnensstememmectoen THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN Sia 
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LOOKING 


INTO THE NEWS 


CATALOGS 

RUN WILD— Whenever times are tough, the catalog 
houses start flooding the market with their printed 
matter, featuring trade prices on electrical appliances. 
And they sell to anybody in any quantity. It para- 
lyzes the dealers’ business. 

Feeling is hot right now in the middle west. In 
some localities dealers are striving to organize their 
indignation against the manufacturer whose stuff is 
cataloged. It’s difficult and maybe dangerous, but 
very human. But these manufacturers should make 
up their minds where they stand—with the trade or 
agin ‘em. 

* 

PRESSING 

HISTORY'S PANTS— Electric ironers are used 
now to restore records and documents that have been 
damaged by floods or are wrinkled and faded through 
age. Heat and pressure dry out the paper, remove 
wrinkles and often bring back faded writing or print- 
ing to its original clearness. 

So 58 General Electric ironers are now working 
in the National Archives 
\lso, after the New England flood, they used ’em 


suilding, Washington. 


on wills, currency and documents taken from offices 


and vaults. 
Pst! In case there should be another flood 
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nearby or a fire or a sprinkler should bust, it 
wouldn’t hurt to call around and whisper to ’em. 


* 
THIS IS A 


SMART IDEA !— Thomas and Betts have courage. 
For 40 years they have sold electrical products 
through wholesalers. They found that it reduced 
selling costs and the price the user pays. Now they 
have decided to advertise and sell this proven dis- 
tribution as a feature of their line. It is part of what 
the buyer gets for his money. They are telling him 
so, in an organized program of information. 

This is sensible. Here is a policy that has been 
taken as a matter of course. But it is not a matter 
of course. It is a matter of purpose, planning, per- 
formance and persistence. It is as important a part 
of the company’s service as the quality of their goods. 

Three things a buyer is concerned with—how 
the goods are designed, constructed and distributed. 
Most manufacturers forget to talk about how you 
get ‘em. But the customers think a lot about that. 

Thomas & Betts are doing a smart thing. 


* 


DOUBLE 
ALLOWANCES—Chicago speculative builders who 


last vear allowed $110 to $125 for wiring and fix- 





5 


tures on a $6000 building, have doubled the ante. 
They now figure upwards of $240 per occupancy. 

The Electrical Association and the A/W Bureau 
get the credit and share it with the two local 
utilities—Commonwealth Edison and Public Service 
of Northern Illinois. Note—If it can be done in 
Chicago—how about your town? 


* 


THIS IS 
CONFIDENTIAL—Oi course, you can’t speak of 


this kind of thing and you can’t mention it in print. 
Sut confidentially, y’understand, they 


y have worked 
out a way to treat public toilet seats with the steri- 
lamp. Ask Westinghouse. 

The seat has a counter weight that throws it up 
In the 
recess, a sterilamp switches on—and there you are. 
Now, you can sell it to the modern little old red 
school house and—well, the other places. 


into a recess in the wall, when not in use. 


* 


ANOTHER 
SALES TIP—A mid-western hostelry has installed 


a photocell across the back stairs. Sneak in the 
family entrance and a bell rings and here comes the 
bouncer. They are saving more on ice box raids 
than the durn do-hickey cost ’em. 

Well, of course, this isn’t big news. Yet if you 
multiply it by all the other family entrances and 
backdoors and side doors in the country, it points a 
finger at a sight o’ business, if a feller wanted to go 
after it. 


HOW BAD? 
WELL—BETTER !— It’s Hell on pessimists, but 


Business Week’s Index keeps going up. It’s way 
above a year ago. Still further gains will come before 
summer is over. 

Of course, a lot of people have made up their minds 
that business is bad and that’s that. But it still seems 
fair to ask how bad, and to feel a little good about it 
if you can. Or better yet, forget the whole thing and 
put your mind on places to sell products that people 
need now. 


LIKE SOME 
OLD ROCKET— Speaking of fire works—up to 1935 


some 50,000 electric roasters had been sold, but by 
last December more than 800,000 were in use. And 
they will sell a quarter of a million this year 
maybe more with this industry promotion on. 


Now we don’t want to be statistical in this matter, 
nor personal either. But if you don’t mind, here's 
one question—Have your own sales of roasters grown 
in that proportion? If not—Tut! Tut! to you. 


* 


NO NEWS, 
GOOD NEWS—We asked Denny Hughes, pionee: 


wholesaler of Utica, for news about his house. H« 
said, “There isn’t any. We've had no turnover 1 
salesmen for six years. We have no complaints on 
business. We feel optimistic.” 

Atta Boy! Here’s a man who is using his brain 
in his business and not for remembering past dis- 
appointments and things that he’s afraid may happen 
We rise and likewise bow. 


* 


MUMBLING 


IS FAIR !— We have just received a clipping from 
the Clarion of Liberty of Marysville, Kansas. It 
reads— 

“The first time Paul Metzenthin, Topeka salesman for 
the Kansas Electric Supply Co. came to Marysville, he 
ruined a suit of clothes helping remove cars from the 
Anderson-Boss garage fire. 

“The next time he came to Marysville, the fire whistle 
blew within a short time for an alarm in the second 
ward. 

“The third time Metzenthin came to Marysville he 
laughed and said “Has the fire whistle blown yet?” 
It did. The fire was in the rear seat of his car parked 
on Broadway. Firemen extinguished it with slight 
damage. 

“That was last Thursday. He left town mumbling to 
himself.” 

We leap to defend this salesman. When Job got 
the hives, after everything else, he cursed God and 
the day he was born and then the wide, wide world. 
But this guy What-you-call-um only mumbled to 
himself. Lay off! We’re for him! 
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THEY ALL AGREE ON 
RACO-ALL-STEEL- PRODUCTS 


Architects, contractors, electricians 
and builders have all placed their 
stamp of approval on RACO®eALL- 
STEEL®PRODUCTS. In winning this 
nation-wide acceptance, these prod- 
ucts have proved their efficiency in 
meeting modern wiring requirements 
economically. They present many ad- 
vantages in the steadily increasing 
rural and urban modernization mar- 
kets as well as on new jobs. 


Competent engineers have developed 
RACO @ ALL-STEEL ¢ PRODUCTS 
—keeping pace with the changes in 
wiring trends and in building into 
their products features that increase 


efficiency and comply with local con- 
ditions and requirements. These im- 
provements are important to everyone 
in the building and electrical indus- 
tries, for they help save time and in- 
crease income. 


Behind the switch boxes, outlet boxes, 
cutout boxes, cabinets, fuse cabs and 
conduit fittings, which bear the fa- 
mous RACO and ALL-STEEL trade- 
marks, are more than forty years of 
experience—your assurance of con- 
tinued quality and dependability. 
Write for a copy of the RACO®ALL- 
STEEL@PRODUCTS Catalog—there 


is no obligation. 
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Distributed Nationally by 


ALL-STEEL-EQUIP COMPANY, 


307 GRIFFITH AVE. 


INCORPORATED 
AURORA, ILLINOIS 


Factories: South Bend, Indiana @ Aurora, Illinois 




















RACO - ALL-STEEL - PRODUCTS 


SWITCH BOXES - OUTLET BOXES - CUTOUT BOXES 


CABINETS + FUSE CABS 











* CONDUIT FITTINGS 


A few of 


in the complete RACOe 


the products 


ALL-STEEL ¢ PROD. 


UCTS line: 
RACO e 









































ALL - STEEL 


OLD WORK 
SWITCH BOX 

for moun’ ing 
in a_ rewiring 
or modernization 
job 


ALL - STEEL 
“PRI - OUTS” 


for Clamp 
Boxes, in both 
the Switch Box 
and Outlet Box 
lines. 


ALL - STEEL 


SWITCH BOXES 

The MC, used 
in old or new 
work. The Switch 
Box you need is 
in the Raco * 
All - Steel Line. 


ALL - STEEL 
“HI-LO” 
BARRIERS 
—for the sepa- 
ration of differ- 

ing voltages. 


ALL - STEEL 


| UTILITY OR 


HANDY BOXES 
—for surface 
wiring old or 
new work. 


ALL - STEEL 
EXTERNAL 
MOUNTING 

EARS 

—for Outlet 

Boxes. Any type 

of Raco * All- 

Steel Octagon 


Box will be furnished with Ex- 
ternal Mounting Ears on special 


order. 
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N APRIL of this year, Seller Elec- 
| a Company, 

Newark, New Jersey, announced a 
new policy. In a word it said— 
“This house henceforth will sell 
portable home electric appliances ex- 
clusively, embracing everything 
from lamp bulbs and clocks to vac- 
uum cleaners. And it will Sell Them 
Only To Dealers.” 

This is a radical departure from 
the usual wholesaler set-up. Rob- 
ert Beller embarked on it only after 
a lot of heavy thinking. But even 
a short three months’ experience has 
convinced him of its wisdom. And 
he’s willing to discuss the consider- 
ations which led to his decision: 

Beller grew up in electrical whole- 


wholesalers of 


saling. Before going on his own, 
1e worked for several Newark 
wholesalers, as shipper, counter 


clerk and salesman. In 1916, when 
mly 26 years old, he opened his 
first house, Trenton Electric Supply 
Company in Trenton. He made 
noney, and built a good business. 
But Newark intrigued him, and in 
1920 he sold out and came back 
o the home town. He started the 
Beller Electric Company that year. 

In those days, many of the local 
wholesalers had retail counters. 
Beller broke away from this tra- 
lition, and announced his policy as 
‘wholesale only”. Contractors, deal- 


They, Sell 
DEALERS ONLY 
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Robert Beller 


And with no industrial accounts, 


courtesy discounts cease to be a 


problem 


ers and larger industrial customers 
approved, and many local wholesal- 
ers shortly followed suit. 

It was smooth sailing for some 
years. But gradually his appliance 
business grew beyond his supply 
lines. And it too much in 
the direction of the industrial pur- 
chasing agent who bought for his 
employees. It became _ steadily 
harder to protect the dealer and still 
retain the good will of the large in- 
dustrial buyer. Something had to 
be done, and Robert Beller thought 
it was his move. 


grew 


Policy Is Published 


When he was sure he was right, 
he took the step—this spring. He 
explained it fully to his dealers in 
a letter—this way: 

“We know that definite abuses exist in 
the home electric appliance field today. 
These appliances are usually handled by 
wholesalers whose principal business is 
some other line. The very nature of 


their business brings them into contact 
with large buyers (other than retailers) 
of supplies, equipment, refrigerators and 
ranges, and puts them under obligation 
to sell home appliances to these buyers at 
better than retail prices. 

“This practice causes an unjust hard- 


ship on the dealer. He loses sales, and 
is forced to deal with a public educated 
to buy at discounts. This applies espe- 
cially to popular appliances advertised 
at fixed retail prices. 

“Most everybody knows somebody, 
who knows someone, who is employed 
by some large industrial corporation, 
state or municipal government agency, 
real estate corporation, insurance com- 
pany, or cooperative. These firms make 
it a practice to obtain from wholesalers, 
who enjoy their large volume of direct 
sales business on other than home appli- 
ances, discount privileges for their em- 
ployees and indirectly for their relatives 
and friends; either on a regular or a 
courtesy basis. The wholesaler is up 
against it because he can hardly refuse 
to accommodate a good customer on 
other lines. 

“We have, therefore, come to the con- 
clusion that it is about time some whole- 
saler took up the leadership in an en- 
deavor to eliminate these evils, which, 
if not checked, will have a disastrous 
effect on the appliance retailer. 

“It is for these reasons that we dis- 
continued all lines that might lead us to 
sales that would put us under obligation 
to any class of buyer except the re- 
tailer—which means YOU.” 


Beller Electric had an immediate 
and enthusiastic this 
new policy. The dealers were for 
it, unanimously. So were the de- 
partment stores. Retailers in other 


response to 


(Continued on page 38) 








Tiering machines and porta- 
ble elevators are serviced 
and installed by elevator 
shops. They need flexible 
conductors, connectors, 
switches and controls. 


Complex wiring is found on 
even small elevator ma- 
chines. Fuses, wire, con- 
tacts, control and brake 
parts and small wiring are 
replaced as necessary. 


Sell the 


ELEVATOR REPAIR SHOP 


They offer a wide market for electrical supplies, 


apparatus, lamps, fans and motor driventools 


By 
Edwin Laird Cady 


HERE ARE in the U.S.A. about 
"T750 companies whose business is 
to make, install and repair elevators. 
In addition, there are at least 5000 
machine shops and_ contractors 
which get large portions of their in- 
comes from elevator maintenance 
orders. The maintenance depart- 
ments of big factories, institutions 
and industrial buildings are in on 
this business. There are plenty of 
customers. You can find them in 
every large city, and in most small 
towns having big buildings of any 
kind. 

Do not judge the elevator busi- 
ness exclusively by what is seen in 
the big hotels, deluxe business build- 
ings, hospitals and the like. There 
are passenger, freight and industrial 
elevators of every conceivable horse- 


Escalators are “elevators” too. Their installation and maintenance by elevator 
shops forms a market for large quantities of electrical supplies you sell 


print | 
"| 


Installation by The Maintenance Co. 
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See These Men to Sell Elevator Supplies 


In the levator Repaiz Shops 








Build ng Architect 


Electrical 


On New Werk 





Contractor 


General Contractor 






Elevator 


Maintenance Service 


Salesman 
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Contractor 


In big Factories, Hotels, and Institutions 





Allah ae taletial sau 





alarms 

ammeters 

batteries 

bells 

blowers, ventilating 
boxes, outlet 

brakes, electric 

cable 

chargers, battery 
circuit breakers 
compound, insulating 
compound, soldering 
conduit 

connectors, solderless 
contacts 


Iting Engineer 





Electrical Supplies for Elevator Service Shops 


controls, motor 
cords, flexible 
devices, wiring 
dressers, commutator 
drills, electric 
equipment, signalling 
extinguishers, fire 
fans 

fishing equipment, wire 
fittings, conduit 
fixtures, lighting 
flashlights 
floodlights, portable 
fuses 

grinders, electric 


guards, lamp 
hacksaws and blades 
hangers, conduit 
instruments, indicating 
instruments, recording 
irons, soldering 

lamps, all sizes 

lamps, portable 
meters 

motors 

panelboards 

paint, fire resistant 
paste, soldering 

plugs, attachment 
pullers, cable 


pullers, fuse 
receptacles 
reflectors 

relays, control 
saws, electric 
signals 

sockets 

solder 

starters, motor 
stations, push button 
supports, cable 
switches, control 
switches, limit 
switches, safety 
switches, thermal 









Enaineer 


switches, time 
switchgear 

tape 

telephones 
testers, battery 
testers, ground 
testers, insulation 
tools, construction 
tools, portable electric 
torches, soldering 
transformers 
varnish, insulating 
voltmeters 
welders, electric 
wire, all sizes 











but electrically driven. 


power—lI even know of an elevating 
mechanism in a New York railroad 
station which is powered by a slow 
speed portable electric drill! 


There are sidewalk elevators, 


freight elevators and dumb waiters. 


Some are of the crudest designs, 
In fact, if 
ou want to get a wide education in 


how to install and control electric 
power, just make a detailed study of 


he elevator business. Your pros- 
ects, the elevator men, have to 
now and deal with all of these 
vpes. Companies may install only 
ieir own makes, but they seldom 
esitate to repair any make they can 
et an order for. Each prospect 
eeds a wide variety of what you 
ave for sale. 

In all big cities and most small 
wns, forces of government inspec- 
rs are busy all day seeing to it 
lat elevators are up to snuff and 


that your goods are bought “and 
used the moment they are needed. 
Elevator improvement goes on con- 
tinually, to get faster service and 
safer operation at less cost. Auto- 
matic devices are applied. In fact, 
this market is “going electrical” 
everywhere and every day. 

Fire hazards—every elevator shaft 
is a chimney—require fireproof en- 
closures for equipment, armored 
cables, covers and protections for 
live equipment, proper grounding, 
avoidance of unnecessary openings 
in hatchways, and the like. 

Often there is little room or clear- 
ance, and compact equipment is 
needed. 

Electrical connections are so com- 
plex that fault or trouble finding 
instruments must be used. The ele- 
vator repair man is a prospect for 
every kind of portable electric tool 
you have in stock. And trouble 
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lamps—the right flash light may 
mean life or death to him. 

Elevator motors are of bewilder- 
ing varieties. You have replace- 
ment motors for thousands of the 
simpler elevators, but for the high 
speed traction jobs and the intri- 
cately automatic ones, the motors 
may be special. However, you have 
supplies for them. 

Motors need high starting torque 
and quick acceleration. This is an 
open invitation to D.C., and the 
speed controlability needed is an- 
other one. For driving elevators, 
A.C. often is converted to D.C., and 
the speed controls applied to the 
generators. There may be several 
generators in series, which cut in or 
out according to the power needed 
by the motor. 

A.C. elevator motors have high 
starting torque, and often are two 


(Continued on page 39) 
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Ate Sells 


STANDARD LINES 


Because he's sold on quality 


VER WATCH a wholesaler’s sales- 
E man at work? I did, the other 
day, in Yakima. Young E. C. Mc- 
Eachron was showing a new Twist- 
Tite receptacle to a contractor, Jack 
Tennent, and he was selling a stand- 
ard wiring device. 

[ got to wondering how a Gray- 
bar salesman gets his training, how 
it is that he plugs the standard 
quality lines day after day in the 
face of substandard competition. It 
must pay to work the standard 
quality lines this way, or he wouldn’t 
be doing it. But how does this get 
built into a salesman, so that he 
carries it with him always? 

In search of the answer, I had a 
talk with McEachron’s boss, Vernon 
E. McCain, Graybar’s Spokane 
branch manager. He brought forth 
these ideas and ideals— 

1. Tradition. There’s a lot to growing 
up along with the standard lines. Gray- 
bar handles those of about 260 manufac- 
turers, all of the same general quality 
level, and has seen most of them start, 
watched and helped them grow. Naturally, 
the new salesman gets a feeling of this 
from the day he begins. 

2. Price. “We do not carry ‘price’ 
merchandise”, McCain He feels it 
has never paid in the long run. Elec- 
trical equipment serves its purpose best 
when the ultimate user, and the 


says. 


con- 


12 


tractor who installs it, never hear of it 
once it is put in. The original price is 
soon forgotten if the quality is built into 
the device and it holds up day in and 
day out under normal and even abnormal 
conditions. 

The salesman 
about his merchandise is 
convincing when he 
contractor or 
carries 


who has this feeling 
sincere and 
presents it to the 
dealer or industrial He 
that as a part of himself. 

3Knowledge. Next thing the salesman 
needs is a thorough knowledge of his 
products. He must study the manufac- 
turer’s literature and the bulletins his 
company uses to put its own sales inter- 
pretation into the line. 

4. Understanding. When there is a new 
product to be introduced it does not 
suffice to know its construction and use. 
There must be a thorough checking of 
its new and special virtues in their re- 
lation to the old; how they improve it, 
or aid in handling or installation. 


So much for the products. Now, 
how about the service of the house ? 
How does the salesman gird himself 
to sell that? 

5. Self-Interest. Here is where an in- 
tangible steps in. Because Graybar is an 
employee-owned business, a pretty vital 
personal factor makes itself felt to the 
salesman right The old hack- 
neyed word springs into life 
as a sort of backing up of another mem- 
ber of the firm. It helps every salesman 
put over his own sale because of his 
own self interest. 


away. 
“service” 


6. Resources. Then there is a sense of 


Vernon E. McCain, Spokane manager for 
Graybar, who tells how quality is built 
into the salesman as well as the product 


Salesman E. C. McEachron, presents a 
new “Twist-Tite” plug to contractor Jack 
Tennent of Yakima, Washington 


ability to supply almost any want. Wit 
260 manufacturers behind him, the sales 
man feels that the special requirements 
of any contractor will be supplied. He 
is able to transmit this same idea to the 
contractor. So he develops the idea of 
dependability, and convinces the con 
tractor that he can take care of the sup- 
ply end of his worries. He sells the idea 
of using this company as the convenient 
and ready source for all of his needs. 


There isn’t much magic or hocus- 
pocus in this type of preparation for 
salesmen in the field. It is all fun- 
damental stuff, old stuff, if you 
please. The thing that characterizes 
it can be said of the standard lines 
themselves—thorough, well built. 
quality. 

From a management standpoint 
it is efficient selling because mate- 
rial stays sold. It wastes no time 
in complaints and adjustments. It 
carries a better margin on a better 
price. It produces repeat business 

“T like to see that boy come in 
here,” said the contractor. “I al 
ways feel bad when I can’t give him 
more business. He doesn’t waste 
my time. He always has something 
definite to suggest. He helps me 
with a customer when I need it.” 

Which is perhaps the best reaso: 
of all for handling and selling the 
standard lines. 
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EW BUSINESS OPPORTUNITIES 
N and _ inter-industry relations 
atured the summer meeting of the 
Pacific NEWA, at Del 
\fonte, Calif., June 15-17. Re- 
rts of the Hot Springs meeting 
ind local problem discussions oc- 
cupied the executive sessions. 
Speakers from other branches of 
ie industry were heard in the open 
meetings. Leonard Hobbs, Smoot- 
Holman Co., outlined opportunities 
school lighting. He said that a 
recent IES San 
Francisco children 


Division, 


survey showed 


their knowledge visually, but less 














receive 87% of 


NEWA PACIFIC af Del Monte 


than 1% of the educational budget 
for adequate lighting. 

F. T. Letchfield, consulting engi- 
neer, discussed economic trends and 
future possibilities, an address, “An 
Engineer Looks at America”’. 
George Tenney, editor of Electrical 
West, outlined destructive effects of 
price competition; titled his talk, 


“War Is Hell’. M. C. Hixson, 


goes 


G. E. Incandescent Lamp manager, 
described the New York Fair and 
its electrical features. 

In an informal discussion of mar- 
gins led by Harry Harper, Graybar 
manager, 


the manufacturers and 


wholesalers present expressed indi 
vidual opinions as to how much 
net a wholesaler should make on a 
specific line. Manufacturers opin- 
ions varied from 3 to 7.5%, 
5.6. Wholesalers’ estimates ranged 
from 3 to 8%, average 4.9. The 
point is that under present set ups, 


average 


with higher operating costs, and 


fixed margins, it is increasingly 


difficult to make even this reason- 
able net profit. 

C. W. Goodwin, G. E. Supply 
district manager, San Francisco, 


won the historic Copper Cup in the 
golf tournament. A. T. 
Miller Co., won the Clendenen Cup, 
and George West, G. E. Mdse. Dept. 
Pac. Manu- 
facturers’ Cup. 


Bergeron, 


Coast Mgr., won the 


1 Fred Todt, Los Angeles Gen- 
eral Electric Supply, chairman- 
elect of NEWA, Pacific Division. 


2 Henry England, Gilson Elec- 
tric Supply, Oakland, presiding 
at the meetings. 


3 Albert Elliot, secretary of the 
Pacific Division, NEWA. 


4 And here are C. W. Goodwin, 
G. E. Supply (left), M. H. Jankel- 
son. Incandescent Supply 
(center), and Lee Lethine, Ana- 
conda. 





5 Arthur Cole, Bussman, (left) 
and R. J. Holtermann, Westing- 
house Supply, talk things over 
between sessions. 





Chamberlin, Globe 
Electric, (left), Al. Rockwell, 
Appleton Electric, president of 
the Ben Franklin Club of No. 
Calif., (center) and Leonard 
Hobbs of Smoot-Holman, take it 
seriously. 


7 Al Phillips of Incandescent 
Supply posts his golf score. 


6D. U. 


































WHAT YOU KNOW 


By 
Earl Whitehorne 


MAN I know strolled out of camp one day in the Maine woods 

A and lost himself. He called and thrashed around, got in a bog, 
stayed out all night and was exhausted when they found him. The 
guide said to him 

‘Mister, you’d a been all right ef you’d a just used what you 
know. Moss grows on the north side and streams run to the lake. 
Them two things would a fetched you in. 

And that’s not bad general advice. 


AKE the electrical wholesale business now. We too know two 
"| a that will fetch us in and we're not using them. These two 
things we know are 

First—That the basic public service of a wholesaler is to help 
local customers select and assemble electrical products of many 
makers. 

Second—That our basic function in electrical distribution is to 
carry products of many distant manufacturers in local stocks and to 
sell and deliver them. 

We all understand this! But the average wholesaler’s salesman 
today is no longer primarily engaged in his real job of helping cus- 
tomers to buy. Too often he is peddling duplicating lines and 
not actively promoting any one of them. Too often, on an order 
of any size, he makes a factory shipment, because his house hasn't 
enough in stock of any one line. 

Through the hard times, the manufacturers set up so many job- 
bers that too many really do not represent anybody any more. Unfor- 
tunately, in their zeal for more orders, the wholesalers submitted. 
They are now wandering about the woods patiently picking up 
acorns. Like it or not—there we are. 


RB” the moss still grows on the north side. The streams still 

run to the lake. And two things can be done. The manufac- 
turers can concentrate their distribution once more and make their 
franchise worth something to the jobber. The wholesalers can quit 
order taking and go back to their real function as counsellors and 
sellers to local customers. 

The first step, I think, is for wholesalers’ salesmen individually 
to take on a broader personal responsibility in this distribution 
process. And this means, of course, to get away from routine product 
peddling, to apply themselves once more to the kind of service-to- 
customers that built this industry. 

Customers all have problems. We have products. There is still 
plenty of opportunity in this combination. Use what you know and 
you can get back into camp. 
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STEPHENSON, of 


We ER FE. 
Sterling Electric 


Minneapolis, is the dean of the Twin 
City wholesalers. 
the few pioneers, actually identified 
with the beginnings of electrical job- 


Company, 


And he is one of 


bing, who are still wholesalers. His 
story dramatizes the immense 
changes that have been made in our 
industry, all in one man’s lifetime. 

Walter Stephenson is the son of 
a pioneer western family. He was 
born in Gold Hill, Nevada, a rip 
roaring mining town of the gold 
rush days. He had a Pioute In- 
dian squaw for a nurse, and re- 
ceived his schooling in San Fran- 
cisco and St. Paul in the days when 
the western country was rough, 
tough and ready. 

In 1889 he hired out as wireman 
with the old Thomson-Houston 
Electric Co. in St. Paul. Next 
vear the T. H. Co. discontinued 
Morgan 3rooks, 
with Alfred Sibley, organized Elec- 


yperations, and 
trical Engineering Co. Stephenson 
went with the new concern as a 
wireman. One of their first con- 
tracts, on which he worked, was 
wiring the palatial home James J. 
Hill, the railroad builder, put up on 
t bluff overlooking St. Paul. It 
vas a good wiring job, and the Hill 
nansion still stands as one of the 
[win City show places, with its 
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fifty year old wiring still intact. 

Later Stephenson transferred to 
the merchandising department, al- 
though in those days jobbing, con- 
struction and manufacturing 
hand in hand. 

In ‘93 the business was moved 
to Minneapolis. 


went 


Stephenson went 
along, became secretary of the com- 
pany, and continued with them 
until 1902. 


Jobbers’ Problems 
During this period lamp manu- 
facturers and jobbers were’ having 
their troubles. There was no stand- 


ard socket or voltage. Voltages in- 


general use varied from 45 to 130, 
with seven types of sockets and 
bases :—Edison, Thomson-Houston, 
Schaefer, Mather, U. S., Hawkeye 
or Sawyer-Man. To simplify filling 
orders, the Packard brothers who 
ran the Packard Lamp factory at 
Warren, Ohio, conceived the idea 
of shipping their lamps unbased. 
They set up basing equipment in 
the Engineering Co. warehouse, and 
bases were put on lamps as required 
to fill orders. Soon the Edison base 
became standard and this plan was 
discontinued. 

It was in 1898 that the first job- 
bers’ association was formed. Mor- 
gan Brooks of Electrical Engineer- 
ing Co. attended the first group 





Walter E. Stephenson 


He's a pioneer wholesaler who 






OF MINNEAPOLIS 


is as modern as they come 


meeting out of which came the asso- 
Stephenson sat in on those 


original attempts to stabilize the 


ciation. 


supply industry. 

Leaving Minneapolis in 1902, he 
became assistant Chicago manager 
for Sawyer-Man Electric Co., pio 
neer lamp manufacturers who were 
later taken over by Westinghouse. 
Then, for three years, he was as 
manager for Manhattan 
Electrical Supply in Chicago. And 
in 1905, he had a fling as a manu- 


th 


sistant 


facturer’s agent, associated wi 
H. E. Cobb of Chicago. 

They represented some of the old 
time electrical manufacturers, AI- 
fred E. Moore, Crawfordsville Wire 
and Nail Co., Henry D. 
(Weber Sockets), and the Scranton 
Button Co.. They got around a bit, 
traveling a territory from Duluth 


Sears 


to Galveston, and from Cleveland 
to Denver. 

In 1907 Stephenson returned to 
wholesaling to stay. He was made 
secretary and treasurer of the North- 
ern Electric Co. in Minneapolis, and 
was with them until 1920, when he 
became secretary-treasurer of Ster- 
ling Electric Co., the title he now 
holds. 

Walter Stephenson came up in 
this business through the ranks, and 
still carries his journeyman card. 
He knows all sides of wholesaling, 
and when present day problems 
confront him and his associates, 
can reach back into his experience 
and pull out a solution that worked 
in other troublous days. He’s well 
known to electrical people through- 
out the northwest. They honor and 
respect him for his ability, experi- 
ence and cooperative friendliness. 
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What is Done With 
SALESMEN‘S REPORTS? 


Some wholesalers turn them into 
sales builders—Some do nof. 
And the question is— 
Why not? 


By 
John H. Frederick 


VER HALF the independent elec- 
O trical wholesalers in the coun- 
try require their salesmen to write 
regular reports on their calls. (58 
per cent as was shown in a previous 
article.) These wholesalers were re- 
cently asked: “What do you do with 
your salesmen’s reports?’ Answers 
varied all the way from the one that 
replied: “That’s the rub with re- 
ports—nothing is done about them,” 
and the one who simply said: “Read 
‘em and weep” to the wholesalers 
who outlined a comprehensive plan 
for use and analysis. 

Everyone agrees that when a daily 
or monthly report system is first 
started the reports get a lot of at- 
tention and for a month or so the 
forms are filled in religiously by the 
salesmen and read with interest by 

various executives. But soon this 
enthusiasm is likely to wane and the 
men get careless about sending them 
in. And those in the home office pay 
less and less attention until finally 
some clerk checks them for routine 
information, as they come in, and 
puts them in a file where they re- 
pose from then on—nothing but 
dust catchers. 

But this shouldn’t be allowed to 
happen, and isn’t happening in most 
of the wholesale houses requiring 
reports from their men. In these 
houses someone has the definite job 
of giving salesmen’s reports a lot 
of attention, of studying them, and 

° . . the frequency and 

ol taking action on them. 1. Used to maintain customer records. regularity of calls. A wholesaler must 
lhe accompanying chart shows Most wholesalers maintain a card or know whether his men are calling regu 


the proportion of wholesalers who loose-leaf sheet for each customer 01 
use salesmen’s reports for various which is recorded the dates of calls mad 
on him, the dollar volume of purchases 
per month and accumulated total in years 
class of products sold him, and othe: 
lot of wholesalers mentioned more pertinent information. Each card is th 
than one use. Listed in the order history of a particular account and ther« 
of their importance here is evidence is no better way to keep them up to dat 
ss ; : : than to use the information coming 1 
of what is being done with sales- on salesmen’s reports. 

men’s reports. > Used to check 


purposes. The percentages add to 
more than one hundred because a 
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arly on all the trade. He must know 
whether only the high spots are being 
iit or whether the run-of-mine business 

s being gone after too. He must know 
whether his men are really making sell- 
ing calls or just visiting. He must be 
ible to make office follow-ups wherever 
necessary. All this is for the good of 
the salesman as much as for the house. 

3. Used to maintain mailing lists. A 
good mailing list is one of the most 
valuable assets a wholesaler can have. 
But it is no good unless accurate and 
up-to-date. Salesmen’s call reports are 
the best known method for maintaining 
good lists. 

4. Used to see what type of customer 
salesmen are contacting. Are the men 
calling only on the old trade, where 
business is easiest to get, or are they 


to determine what items should be 
pushed, which should be dropped, and 
where more sales-helps are needed. 

6. To show the basis for personal dis- 
cussions with salesmen. When the sales- 
men are in on Saturday mornings it is a 
good thing to go over their week’s re- 
ports with them. Many things can be 
brought out that will be helpful, but 
what is done with each week’s reports 
should depend on the particular man. 
Wholesalers can’t all have nothing but 
star salesmen. They have to use the 
average man. And these average men 
show their strengths and their weak- 
nesses in their reports. Many seemingly 
poor salesmen need nothing but a little 
help. But this help can’t be given unless 
there is some way of finding that the 
men need it. 


Good call reports, properly used, 
are an 


effective sales _ tool. 





ad 
ses 
irs 
he! 
the 
ere 


contacting the new at the same time? 
Are contractors, dealers, industrials or 
utilities the most important in a par- 
ticular territory? Only through call re- 
ports can the house determine whether 
the right prospects are being called on. 
With this information available it is pos- 
sible to direct salesmen’s efforts properly 
and to the desirable type outlets. 

5. Used to see what products are being 
presented as well as sold. An analysis 
of orders received would show what 
products are being sold. Nothing but 
salesmen’s reports on calls will show 
what products or class of products were 
presented to each prospect or customer. 
Perhaps the salesmen are showing the 
wrong products or not showing enough. 
Information on this point is important 
because it helps the house to make plans 
for sales efforts more intelligently and 
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7. To check the effectiveness of calls 
and territorial coverage. Studying sales- 
men’s reports is one of the best methods 
of obtaining an impression of field con- 
ditions, so that contacts may be analyzed 
in relation to sales volume. No two 
territories are ever just alike. Good 
men may have poor territories and poor 
men may have good ones and merely 
adding up their sales does not measure 
their effectiveness. What they actually 
run up against is detailed in their re- 
ports and the smart wholesaler can use 
his men where they can do the best 
work when he knows the details. 


Besides the chief uses of sales- 
men’s reports just listed wholesalers 
say that they use the information 
contained in them in various other 
ways, such as: 

1. To remind salesmen wher they 
should make a call-back on someone 
who has put them off on the pre- 
vious call, or has made a definite 
promise of business at a later date. 

2. To write a letter of welcome 
whenever a new customer is re- 
ported, or a letter expressing regret 
when an old customer is lost, or a 
letter whenever a salesman has been 
unable to see a customer on a par- 
ticular visit. 

3. To write letters to all customers 
thanking them for business. 

4. To watch carefully and respond 
to requests for advertising or manu- 
facturers’ promotional material as 
reported by the salesmen. 

After the maximum use has been 
made of each report most whole- 
salers file them in the order received 
under the name of each salesman. 
Some use ring binders for this pur- 
pose. Then when a salesman wants 
to look something up he has a run- 
ning history of his activities. 











85 % 


90 % 


Proportion of wholesalers mentioning the 
most important uses of salesmen’s reports. 





Wesco's new Cleveland house practices what 
their salesmen preach. Everything has been done 


to make the new 40,000 square foot warehouse 


a place for pleasant and effective work. Notable 


features are modern lighting, intercommunicating 
system, display space and even a shower and 


rest room for the warehousemen. 


The main office lighted by 500-watt Magnalux units, mounted 
13°6" high on 10° x 11° centers. The intensity is 35 foot-candles. 
No excuse for errors here. 


Brilliant illumination and light colored paint insure good house- 
keeping. Aisles are marked, and kept clear. Truck dock at right 
is proper height for easy loading. 


The convenient counter is lighted by 300-watt Storlites on 12’ 
centers. Fifty foot candles here. Bin lights, with 100-watt lamps 
make selection easy. 


Modern merchandise display room, lighted by 500-watt luminaires 
on 14’ centers. They provide twenty-four foot candles. The room 
is also used for meetings and special demonstrations. 


In the warehouse, a pull on the light string at the aisle entrance 
lights the whole bay. The illumination is provided by 200-watt 
RLM Dome reflectors on 11’ centers. 


This long. wide aisle adequately lighted with 200-watt RLM 
Domes, serves a double purpose. It gives trucks access to conduit 
and cable stores, and provides space for measuring cable. 
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“SWF YOU WANT to sell more, organ- 

I ize your territory”, says E. B. 
Unger of the Triangle Electric Com- 
pany, Chicago. E. B. has been 
selling for 25 years and now works 
Northern Indiana. 

“T have each day’s work so well 
planned and laid out that, barring 
accidents, I always arrive at just 
about the same time each trip”, says 
Unger. “Occasionally I run into a 
snow storm, rain or washout, but it 
isn't often that they prevent my 
making scheduled calls. One advan- 
tage of always being punctual is that 
sometimes customers have their or- 
ders ready for me when I arrive. 
However, I don’t just take these 
orders and skip. I stay and talk a 
while and slip in some selling. And 
the fact that a customer has several 
items which he admits he wants 
makes it all the easier to sell him 
additional supplies and appliances. 

“In the organization of my work 
so much time is allowed for each 
call, and that always results in a 
good day’s work. Scheduled calls 
keep me hustling and, although I 
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A bit of practical advice from E. B. 


Unger of Triangle, Chicago, out 


IANIZED CALLING 


don’t walk out on Smith at 1:21 
because I must see Jones at 1:57, | 
find I am able to do each day’s work 
on that particular day, and finish a 
LOC xl week.” 

In following rigid rules for cover- 
ing a territory Unger finds that it 
pays to pick the opportune time to 
call on those dealers who are his best 
customers and work the others in 
as he can. He does not leave the 
small ones to spare time, but it is 
obvious that one must call when the 
buyer is in, if he wishes to see him. 


Catch Them In 


And if a salesman will analyze his 
territory, and keep track of contacts 
made for several trips, he can soon 
determine the best time to find a 
particular buyer in. For example, 
dealer Smith goes to lunch at eleven 
while dealer Jones down the street 
eats at twelve. So, although Smith 
comes first on the route, you skip 
along to see Jones and then double 
back for Smith. In that way you 
save your own time, and invariably 
see your man. This is another rea- 
son for thoroughly organizing one’s 
territory. 

“Regularity of calls insures a bet- 
ter system of selling in that it makes 
the dealer realize that the salesman’s 
time is valuable, too”, Unger says. 
‘Sometimes if the dealer can’t be in 
he will leave his order for me, know- 


of a lot of experience in selling 


By James Edmon Knowles 


ing that I'll be there Johnny-on-the- 
spot. This method of calling cre- 
ates good will for the salesman and 
his firm since it proves that both 
are on hand to render the best serv- 
ice. Regularity of calling makes a 
salesman seem more _ business-like, 
and instills confidence in the cus- 
tomers. 


Keep ‘Em Hot 


“Regularity in calling does a lot 
to get dealers steamed up for a 
campaign”, says E. B. “If I should 
drop in on my man bright and early 
Monday, bubble over with enthu- 
siasm, sell him a good assortment 
of stock for the campaign, give him 
advertising matter, and tell him that 
I would be there at ten sharp the 
following Monday; only to show up 
Thursday at four, his campaign en- 
thusiasm would have grown colder 
than an iceberg. But when I breeze 
in on Monday at the appointed time 
with some startling news about the 
campaign, I find that he is still in 
the mood. With his enthusiasm 
sufficiently aroused, I can be safe in 
counting on him to do all he can to 
forward the campaign, and, of 
course, more sales will be made. 

“Maybe I am a stickler for this 
thing of organizing a territory”, he 
adds, “but it is a very important 
factor in selling. In fact, I con- 
sider it vital to success in this 
game.” 







ADS LIKE THESE HELP YOU SELL THE CONTRACTOR 


= 


CAN YOU MAKE 
PUTTING IN THE LOWEST BID? 


Too often the jobs let on the lowest bid are the most expensive 
in the long run. They do neither the customer nor the con- 
tractor justice. The customer pays in maintenance and 
replacement —the contractor loses his shirt...and his 
customer. 

The real cream of the contracting business goes to the con- 
tractor who knows and tells his customers that money saving 
features cost them less in the long run. Note these features in 
the Westinghouse Packaged Control line — features that 
help take you out of low-priced competition. 


Westinghouse Nofuze Circuit Breaker 
SAVES UP TO 53000 A YEAR 


Every motor circuit in a large railroad shop is now 
Nofuze protected. Savings on cost of replacement 
fuses alone total more than $400 a year — plus 
many times more than this in the cost of idle men 
and machines due to fuse outages. 


‘“‘We used to carry a pocketful of fuses around 
with us’’ reports one Illinois manufacturer. “‘Ma- 
chines were continually stopping, men were idle 
until fuses were replaced.’’ The cost of these delays 
is eliminated with NOFUZE protection. 


’ A clay plant in Illinois reports savings of $18.00 

SEE Your a day — over $3000 a year...similarly from all 

WESTING- over the country, manufacturers report savings. 
HOUSE 


DISTRIBUTOR Recommend Nofuze Circuit Breakers to your customers 


bothered with fuse outages and make them your customers—permanently. 
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Westinghouse Safety Switches 
THREE EXTRAS THAT CUT OPER- 
ATING COSTS 


1. The diamond pointed jaw and extended blade confine 
the arc to non-current carrying areas, leaving contact 


areas clean and free from beading. 





2. One piece copper parts make fewer connecting points, 
mean less heat loss, less waste of power. Westinghouse 
switches have fewer connecting points than any other 


switch. 














YOUR 
WESTING- 












HOUSE 3. In 575 and 600 volt ratings, ‘‘De-ion”’ grids — quench 
DISTRIBUTOR : : , 
STOCKS arcs immediately, prevent flashovers, prolong contact life. 


THEM 











Westinghouse New ‘“‘De-ion’’ Motor Watchman 


Combination Linestarter SAVES REPAIR 
1 PACKAGED UNIT DOES 4 JOBS BILLS... 


e Automatically cuts the 
motor from the line be- 
fore overload can dam- 
age windings. 
e Westinghouse bi-metal 
disc gives positive, cer- 
tain protection. 
e Toggle switch indicates 
whether starter is on, 
off or tripped. 
e ‘‘De-ion”’ arc quenchers prevent flash- 
overs... prolong contact life. 

Call your nearest Westinghouse distrib- 
utor for sizes, types, prices. Westinghouse 
J-20838-A Electric & Mfg. Co., East Pittsburgh, Pa. 




















Costs less to install. Saves wire, conduit, 
labor. The Westinghouse Combination 
Linestarter combines these four jobs in one 
compact package; 


1. Magnetic Motor Starter. 


2. Manual Disconnect 
Switch. 


3. Motor Overload Pro- 
tection. 


4. Nofuze Circuit Breaker. 


Packaged Control 
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NEW 


PRODUCTS 
TO SELL... 














DIRECT LIGHTING UNIT 


] 


| 


aa sail 
FEATURES . . . Enclosing globes are 


diffusing, single layer, homogeneous glass 
conforming to |.E.S. specifications. Re- 
inforced fitter edges eliminate sharp 
edges and fissures which vibration might 
develop into cracks. DETAILS . . . Ceil- 
ing and semi-rigid suspension hangers 
available in both safety holder and 
screw holder types, with light statuary 
bronze or satin chrome finishes. MADE 
BY . . . Westinghouse Electric & Mfg. 
Co., Lighting Div., Cleveland 


FLUORESCENT DESK LAMP 


FEATURES . .. For use with 15-watt 
fluorescent bulb. DETAILS . . . Lamp is 
15!” high. Adjustable metal shade is 
18” long and has built-in reflector. 
Auxiliary reactor, thermal switch type is 
concealed in base. Base and shade fin- 


22 























“Well . .. just tell him that Snodgrass 
was by with a few new items.” 


ished in Georgian bronze. Supporting 
stands have satin gold finish. Equipped 
with 9-foot rubber cord and plug. Avail- 
able for both AC and DC. MADE BY 

. Mitchell Mfg. Co., 1550 Dayton 
Ave., Chicago. 





RESISTOR 


FEATURES ... Especially designed for 
use with fluorescent lamps and auxiliaries 
on direct current service. Wire wound, 
protected against moisture and has 1000 
volt insulation. DETAILS . . . Enclosed 
in metal box ready for installation. Box 
measures 632” by 134” by 114”. Fits 
in fixture channel. Catalogued as "FL". 
MADE BY .. . International Resistance 
Co., 401 N. Broad St., Philadelphia. 





ROASTER-GRILL 


FEATURES . . . Rectangular roaster is 
made of heat-resisting white enamel with 
cobalt blue enamel inset and well pan. 
DETAILS .. . Is 18-quart capacity. Four 
broiling positions. Lists at $24.95. Cata- 
logued as No. 120. Broiling unit is $2.50 
extra and table in cobalt blue and 
white, to match roaster, is available at 
$2.50. MADE BY .. . Proctor Electric 
Co., Philadelphia. 





PORTABLE BLOWER 


FEATURES . . . Two speeds, so is adapt- 
able to work requiring either high or 
low pressure. DETAILS . . . Discharge 
velocities—20,500 and 26,000 lineal feet 
per minute, capacities—|25 and 176!/2 
cubic feet per minute and static pres- 
sure 36 and 48 inches of water at low 
and high speeds respectively. Standard 
attachments convert it to vacuum cleaner 
or sprayer. Lists at $85.00. Called ‘'Air- 
master". MADE BY . . 
Chicago. 


. Skilsaw, Inc., 


WINDOW VENTILATOR 





FEATURES . . . Portable window venti- 
lator for homes or apartments. Installa- 
tion made by adjusting legs to window 
height. Fan completely enclosed. DE- 
TAILS . . . May be installed in window 
24” by 24” or larger. Capacity is 3800 
CFM. Three blade, Helixoid fan, 22” in 
diameter, operates at 700 RPM. One- 
sixth HP, 110 volt, 60 cycle, single phase 
motor. Rubber mounted. Equipped 
with 10-foot rubber cord, plug and 
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VENTILATING FANS 


FEATURES ... Wall and panel type ven- 
tilating fans for homes and small stores. 
Wall type has permanent mounting. 
equipped with extension handle and 
door-operated, automatic fan switch. 
Made of welded steel. DETAILS .. . 
Available in 10" and 12" panel and wall 
box mountings. Wide angle blades are 
rust and warp-proof, Bronze bushings 
have external oil holes. Air delivery of 
10" sizes is 570 cubic feet per minute; 
delivery of 12" sizes is 875 cubic feet 
per minute. Motors and blades finished 
in black lacquer. Box and panel finished 
in cadet grey. MADE BY .. . Delco 
Appliance Div., General Motors, Roches- 
ter, N. Y. 


SERVICE ENTRANCE CABLE 





FEATURES ... Designed for added flexi- 
bility. Cellophane is wrapped longitudi- 
nally over “black conductors, enabling 
conductors to move independently when 
severe edgewise bends are made. Also 
prevents impregnating material on 
"black" conductor from discoloring the 
"red." DETAILS ... Tinned copper con- 
ductors; 30 per cent rubber insulation 
on each, cotton braid, saturated with 
weatherproofing asphalt; cellophane 
wrap; a concentric uninsulated con- 
ductor wound about insulated conduc- 
tors; two overlapping wraps of rubber- 
filled tape with asphalt between; outer 
braid weatherproofed and finished neu- 
tral to take paint. MADE BY .. . Gen- 
eral Electric Co., Appl. and Merch. 
Dept., Bridgeport, Conn. 





TUMBLER SWITCH AND PLATE 





FEATURES ... Flush switch has a double 
pole, double throw mechanism with three 
distinct lever positions, one at each end 
of the throw, and one in the center. 
DETAILS . . . For two-circuit control, 
two-speed motors, permanent and auxili- 
ary lighting, etc. Fits standard deep 


wall case and is rated 20 amperes, 125 
volts; 10 amperes, 250 volts. Cat. No. 
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4361. Brass plate, No. 4362, has special 
long slot to accommodate lever throw. 
MADE BY ... The Arrow-Hart & Hege- 
man Electric Co., Hartford, Conn. 





ADJUSTABLE SOCKET 




























FEATURES . . . Provides vertical adjust- 
ment for proper positioning of lamps in 
reflectors. This device is provided with 
two slotted prongs. A _ slotted ring 
which holds a resilient spring suspended 
socket completes the assembly. Com- 
pressing prongs permit vertical adjust- 
ment to four positions. DETAILS .. . 
Two sizes: for medium or Mogul base 
and for keyless or pull-chain. Cast alu- 
minum nut and metal fittings heavily 
cadmium plated. MADE BY . . . Good- 
rich Electric Co., 2#00 N. Oakley Ave., 
Chicago. 


ROASTER 





Dec, tae 








FEATURES ... De Luxe mode!, 18 quart 
roaster snugly fits into especially de- 
signed cabinet which is finished to match 
roaster, both in color and styling. Cabi- 
net has hinged door and two shelves. 
DETAILS . . . Roaster finished in white 
with black, or ivory with black and chro- 
mium trim. Has automatic thermostat 
control; double shell, insulated, stainless 
steel cover; removable porcelain enam- 
eled cooking well; 3-piece porcelain 
enameled pan set; four position adjust- 
able wire bake rack. Broiler-griddle is 
available for use with roaster, Cata- 
logued as No. 9935-03. MADE BY... 
National Enameling and Stamping Co., 
Milwaukee. 


















NTRODUCED IN JANUARY, sales up 118% 

in February, 211% in March, 429% in 
May and still climbing! Carboloy Masonry 
Drills—the most outstanding drill develop- 
ment ever introduced for drilling concrete, 
tile, brick, slate, etc.—are getting an un- 
precedented reception from electricians, 
plumbing and heating contractors, plant 
maintenance men and many others who 
drill holes in construction materials. 


Helps Sell Portable Drills 


Any portable electric drill does a faster, 
cleaner, quieter job when Carboloy Masonry 
Drills are used. Demonstrations not only sell 
Carboloy drill points but help you sell more 
portable drills. Nospecial equipment needed. 
Can be used in any rotary drill. 


FOR DRILLING BRICK, 
CONCRETE, TILE, ETC. 






Rotary Elec 
tric Portable 
Drills 


Nationally Advertised 


Backed by an advertising campaign 
in national publications reaching 
electricians, plumbers and plant 
maintenance men. 


A New Kind of Metal 


Carboloy Masonry Drills contain a 
special metal harder than the 
hardest steel and many times 
harder than any construction 
material drilled. That’s why such 
amazing results are obtained on 


Write today 
for leaflet 








all non-metallic drilling jobs. ond quick- 
Made by a subsidiary of General 
Electric Company. Profit resale 





Proposition 


CARBOLOY COMPANY, INC. 
11133 East 8 Mile St. 
DETROIT, MICH. 


CARBOLOY 
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Drills 
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HAND IRON 


FEATURES . . . Heat-control lever is 
marked with names of fabrics, thereby 
eliminating guessing. Base constructed 
to concentrate heat on ironing surface, 
making top and handle cooler. DETAILS 

. Weighs five pounds. Has 115-volt 
element rated at 850-watts. Six-foot de- 
tachable cord with soft rubber plug. For 
A.C. only. Called "Pacemaker". MADE 
BY . . . Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio. 





BAKELITE TAP 


FEATURES . . . Tap made of brown 
Bakelite with modern design. DETAILS 
... Spring copper center contact. Male 
shell spun on tightly for good contact 
and is nicked on opposite sides for ad- 
ditional security. Bakelite anchors hold 
female shell in position. Outlets low- 
ered to permit use with metal reflectors. 
No. 715. MADE BY ... Eagle Electric 
Mfg. Co., Brooklyn, N. Y. 


KITCHEN VENTILATOR 


FEATURES . . . Automatic kitchen venti- 
lator for permanent wall installation. 
Motor operated outer door permits com- 
plete operation of unit by means of 
conveniently placed wall switch. DETAILS 
. « « Self-cooled, fully enclosed fan mo- 
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tor causes no radio interference. Door 
motor is also fully enclosed and requires 
no lubrication. Capacity of 450 CFM. 
Cabinet is 12” high x 12” wide with 
depth adjustable from 8!” to 24”. 
Grill is aluminum alloy. MADE BY... 
ILG Electric Ventilating Co., 2850 N. 
Crawford Ave., Chicago. 


FLUORESCENT AUXILIARY 


FEATURES .. . Line of auxiliaries for 
various fluorescent lamp capacities. 
Compact and small for easy, concealed 
installation in strips, channels and lamp 
fixtures. DETAILS .. . Coils inside metal 
case are machine wound and treated to 
prevent absorption of moisture. Entire 
unit sealed in all-weather resisting com- 
pound. MADE BY ... Jefferson Elec- 
tric Co., Bellwood, Ill. 


FLUORESCENT WALL BRACKET 


FEATURES ... Wall 
bracket for general 
and decorative fluo- 
rescent lighting of 
lobbies, bars, etc. 
For use with 15-watt 
lamp. DETAILS ... 
Finished in satin 
aluminum bronze 
lacquer with pol- 
ished chromium 
plated trim which 
consists of vertical 
rods and ornamen- 
tal ends. Supplied 
assembled and 
wired. MADE BY 

. Wilson Light- 
ing, Inc. 411 S. 
Clinton St.,  Chi- 


cago. 


WEATHERPROOF DEVICES 


FEATURES . .. Line of weatherproof 
wiring devices for single gang installa- 
tion. Any one of devices may be in- 
stalled in single gang switch box or flat 
face FS fitting. DETAILS ... Sealed 
with cover and plate gaskets. Switches 
are "'T" rated for Type C lamp loads. 
Outlets have constant tension contacts. 
Plates are .060” brass with baked-on 
aluminum finish. No. 4526 single pole 
switch and outlet is illustrated. MADE 
BY ... Pass & Seymour, Inc., Solvay 
Station, Syracuse, N. Y. 


ADJUSTABLE BUSHING 


FEATURES . . . Bonding bushing with 
rotating adjustable collar having two 
screws to enable electrician to tighten 
bushing and screws in limited space. 
DETAILS . . . Bushing is screwed on con- 
duit. Collar can be rotated so two 
screws may be kept in convenient loca- 
tion to lock one screw which acts as 
bond and to attach a jumper or ground 
wire to other screw. MADE BY... 
Gedney Electric Products, 30 Rockefeller 
Plaza, New York. 





FLOODLIGHT 


FEATURES . . . Inexpensive, wide-beam, 
open Alzak-finish aluminum floodlight. 
For use with 750, 1000 or 1500-watt 
lamps. DETAILS . . . Has beam angle 
of 100 degrees. Especially suitable for 
lighting large areas close to floodlight. 
Type L-60. MADE BY ... General Elec- 
tric Co., Schenectady, N. Y. 





RADIO RECEIVER 





FEATURES . . . Extremely small, measur- 
ing 6!/,"" wide, 434" high and 3'/4" deep. 
DETAILS . . . Has four tubes and 4" 
speaker. Bakelite cabinet. Operates on 
A.C. or D.C. Has built-in aerial. Illu- 
minated slide-rule dial. Walnut color 
lists at $6.96. Ivory, green or red are 50 
cents higher. Called ‘‘Emersonette." 
MADE BY ... Emerson Radio & Phono- 
graph Corp., New York. 
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i E CONDUIT & CABLE COMPANY, INC. eine some York City, 0. ¥. 
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PAIR OF SALESMEN who get business 
for the Stubbs Electric Co., Portland, 
Ore., R. R. Fletcher, left, presides over 
the city desk and makes people feel 
at home when they step in the door. 
And Jack Rollings covers both the city 
and country territory, specializing on 
appliances. 


WINNERS of the President's Campaign 
conducted by Graybar’s Kansas City 
house are congratulated by President 
Frank A. Ketcham in New York. T. W. 
Conrad (left) was high man of the sup- 
ply group, while W. Alberts (right) led 
the merchandise salesmen. The prize 
was a trip to New York's Fair. 


> 
‘ 
hl 


CALIFORNIA TRAVELERS for Steel & 
Tubes, Inc., get together at an outing. 
B. W. Dreyer, left, covers the southern 
part of the state and Art Grove works 
the northern territory. 
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NEWS 


NAMES 
annFACES 


Moock Heads 
Agent-Jobber Group 


At the recent Hot Springs meeting 
of the Westinghouse Agent-Jobber As- 
sociation, H. M. Moock of Moock Elec- 
tric Supply, Canton, Ohio, was elected 
president. He succeeds John S. Shaw 
of Moore-Handley Hardware, Birming- 
ham, Ala. Ralph Kelly of Westing- 
house Electric & Mfg. was named vice- 
president. Claude W. Johnson of John- 
son Electric Supply, Cincinnati, is sec- 
retary-treasurer. 


Wholesale-Buying 
Curtailed in Wisconsin 


When Governor Julius P. Heil re- 
cently signed Bill No. 241, S, he took 
a long step forward in eliminating the 
practise of factory employees buying 
appliances at discounts. This bill, in 
fact, prohibits employers from selling 
to employees merchandise which they 
do not manufacture or regularly deal 
in. Exceptions are meals, candy bars, 
cigarets, tobacco and “such specialized 
appliances and paraphernalia as may be 
required in said enterprise for the em- 
ployee’s safety or health and exempting 
fuel when such fuel is paid for by de- 
ductions from the employee’s paycheck.” 


New Executives 
For Connecticut Telephone 


Following reorganization of its 
parent company, Air Devices Corp., 
the Connecticut Telephone and Electric 
Corp. has a new group of executives. 
Harold W. Harwell, former vice-presi- 
dent and general manager of Cinauda- 
graph Corp., has been elected president. 
Charles A. Cunneen, who has been with 
the company since 1922, is now secre- 
tary-treasurer. 

Frank Holmstrom is vice-president 
and general sales manager. He was 


with Automatic Electric Co. until 1928 
when he resigned to join the executive 
staff of International Tel. & Tel. Co. 
Joseph A. Sullivan and George Lund- 
quist, long time members of the sales 
staff, are assistants to Holmstrom. 

Charles H. Gillette, another new- 
comer, has charge of advertising and 
sales promotion. For the last five years 
he directed advertising for the Ameri- 
can Bosch Corp. 

The company, an important factor in 
the manufacture of intercommunicating 
and signal systems since 1894, will soon 
announce an expansion program, and 
introduce many new models. 


Figures Ahead 
In Canada 


The production of electrical appa- 
ratus and supplies is the second largest 
industry among Canadian non-ferrous 
manufactures. The output in 1937 
showed an increase of 36 per cent over 
36, and was exceeded by only one year 
—1929. The gross value of production 
in 1937 amounted to $98,841,000 as com- 
pared to $72,288,000 the previous year. 

The wire and cable manufacturers 
led the output with $15,091,000. The 
radio and parts (except tubes and 
transformers) industry had a gross pro- 
duction of $13,224,000. Other high 
selling lines, in order, were electric re- 
frigerators, batteries and parts, tele- 
phone material, transformers and parts 
and incandescent lamps. 


Thaxton Directs 
R. E. A. Engineering 


Guy W. Thaxton, the new chief engi- 
neer of the Rural Electrification Ad 
ministration, hails from Mississippi, 
and starts his job with the backing of 
broad, practical experience. His back- 
ground includes service with Southern 
Bell Telephone Co., Tennessee Coal, 
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More light for better sight means more effi- 
cient production—better products at lower 
cost. This begets better business for your 
customers—extra profits and repeat orders 
for you. » » » Good seeing, such as is made 
possible by better lighting with General 
Electric Type H Mazpa Lamps, is a pre- 
requisite for good workmanship. It aids 


accuracy by relieving the nervous tension 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. J. 


of eye-strain ...it helps reduce the number 
of accidents. Dollar for dollar, the high 
efficiency Type H Mazpa Lamps furnish 
brighter, safer seeing conditions. » » » Here’s 
anopportunity you cannot afford topass up. 
Sell “engineered lighting to fit the job” in 
every branch of industry. General Electric 
field promotion men will gladly assist you 
in every way possible. Write for details. 


Incandescent Lamp Department 
Dept. 165, Nela Park, Cleveland, Ohio 


Order your auxiliary de- 
vices which were designed 
especially for this lamp 
trom the General Electric 
Vapor Lamp Company. 
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A.B.C 
CHAMPIONS 
1939 


FIFE ELECTRIC SUPPLY COMPANY 


DETROIT 


WORLD CHAMPS line up with their trophy and the boss, Lyle Fife, president of 
Fife Electric Supply Co., Detroit. From left to right these able bowlers are Breckle, 


Crimmins, Dettloff, Kotarski and Burr. 


They won the five-man A.B.C. champion- 


ship at Cleveland this past season with a score of 3151, which was the third 


highest score rolled in 40 years of A.B.C. competition. 
Detroit tournament with a score of 3239. 


Iron and Railroad Co., Alabama Power 
Co., Westinghouse Electric & Mfg. Co., 
Mississippi Utilities Co. and the Ten- 
nessee Valley Authority. In addition 
he has been with the army’s signal 
corps and taught at Georgia School of 
Technology and Mississippi State 
College. 

He was born in 1894 and graduated 
as an electrical engineer, with honors, 
from Mississippi State College. Thax- 
ton belongs to Tau Beta Pi, and the 
Electrical Engi- 


American Institute of 


neering. 


Parr Electric 
Moves To Newark 


The headquarters of the Parr Elec- 
tric Co. are now located at 40 Austin 
St., Newark, N. J. This organization 
concentrates on industrials and is rep- 
resented by a group of specialists, most 
of whom have been with the company 
since it was started 20 years ago. 

George M. Parr, formerly vice-presi- 
dent, has been elected president of the 
firm and C. McKew Parr, the former 
president, is now chairman of the board. 
He continues as treasurer. 

Warehouse stocks are carried in New 
York and Brooklyn and a sales office is 
maintained in the latter city for the 
salesmen covering the New York state 
territory. 

Parr-Marine Supply Service, a divi- 
sion of Parr Electric Co., is head- 
quartered at 360 Furman St., Brooklyn. 
[his division supplies marine materials 
to steamship companies and ship-build- 
ers in that area. 

C. McKew Parr is also president and 
treasurer of the Parr Electric Export 
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These men also won the 


Corp. at the Brooklyn address. This 
company is an entirely separate organ- 
ization which acts as export manager 
for some 36 independent electrical man- 
ufacturers. It has its own sales agents 
in foreign markets. 


Geist Upped By 
Allis-Chalmers 


member of Allis- 
Chalmers since 1909, has been elected 
vice-president. Since 1933 he has been 
general representative in charge of per- 
sonnel of all district offices, domestic 
and foreign. 


Walter 


Geist, a 


Schwinn Leads 
Credit Association 


Byron J. Schwinn of the Crosley Dis- 
tributing Co., Chicago, was elected 
president of the National Electric 
Credit Association during the recent 
convention at Philadelphia. Schwinn, 
who has been active in the group’s ac- 
tivities for many years, served as vice- 
president last year. 

Ben George, of Chicago, who has 
done such an able job as_ national 
executive secretary, continues in that 
position. The 1940 convention will be 
held in Chicago. 


Fox Electric 
Adds Man, Doubles Space 


Fox Electric Supply Co., Elgin, IIl., 
has taken over the entire building at 
67-69 N. State St., more than doubling 
the former space. The warehouse boys 
are rearranging the entire _ stock, 
grouping the products according to 
manufacturer and in numerical order. 
This arrangement will provide faster 
and more accurate service and im- 
proved stock control. George Volmer, 
a newcomer to the organization, has 
joined the packing and shipping de- 
partment. 


Modernized Quarters 
For G. E. Salt Lake City 


The Salt Lake City house of the 
General Electric Supply Corp. has been 
completely modernized and returnished 
for better selling and faster service. 
New, enlarged display rooms are used 
for the presentation of supplies, light- 
ing equipment and appliances. These 
rooms are also available to contractors 





NEW MEN at the Southern Tier Electrical Supply Co., Binghamton, N. Y., are E. 
D. Ayers, left, and Elmore Schuman. Ayers is manager of the appliance depart- 
ment in charge of both small and major appliances. Before joining Southern Tier, 
he sold appliances for Gould-Farmer. He was with that company six years. Before 
that he was with Page-Morris Co., a specialty distributor. Schuman is working on 
the inside at the present time. Following graduation from Union College, he was 
in the White Plains, N. Y., territory for C.I.T. 
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nd dealers for showing the various 
lines to their customers. This house, 
inder the management of Jacob A. 
Kahn, is headquarters for the com- 
anys Rocky Mountain district with 
ranches at Butte, Billings, Boise and 
Wenver. 


Graybar's De Forest 
Completes 35 Years 


W. B. DeForest, sales manager of 
Graybar’s New York house, has just 
completed 35 years of service with the 
company. And members of the staff 
celebrated the occasion with a banquet 
at the North Hempstead Country Club 
and presented “De” with a beautiful 
desk set having the 35-year service em- 
blem embedded in it. 


Cramer Moves 
To Connecticut 


The R. W. Cramer Co., United 
States agents for Sauter time switches 
and manufacturers of various timing 
devices, have moved offices and factory 
to a much larger plant in Centerbrook, 
Conn. They were formerly at 67 Irv- 
ing Place, New York. A sales office, 
under the management of Vice-Presi- 
dent R. C. Heyl, will be retained at 
the old location. 

In line with its expansion program, 
the company has appointed several new 
representatives. They are H. C. Le- 
mire, 253 Plymouth Bldg., Minne- 
apolis; J. T. Couchman, 308 Mutual 
sank Bldg., Indianapolis; R. H. Heim, 
701 Union Central Bldg., Cincinnati; 
H. F. Darby, Jr., 2019 Ritten House 
Sq., Philadelphia. 

Others are W. P. Daily Co., Farmers 
sank =6 Bldg.,_ ~=— Pittsburgh; Carman 
\dams Co., 2970 W. Grand Blvd., De- 
troit; and Stearns, Perry & Smith Co.. 
51 Chardon St., Boston. 


Eastern Electric 
Sells Andrae Television 


The salesmen of the Eastern Elec- 
trical Supply Co., Newark, N. J., are 
iow selling Andrae’s television line in 
the northern part of the state. M. B. 
Sleeper, domestic sales manager for 
\ndrae, recently put the Eastern sales 


crew through an intensive training 
ourse. 

New Home 

For Ochiltree 

The Ochiltree Electric Co., Pitts- 


urgh appliance distributor, has moved 
to a reconstructed building in the Du- 
juesne freight yards at 101 Penn Ave. 
(he location, which actually consists of 
‘wo buildings separated by a spur track, 





LOTS OF SMILES by some of the boys 
left, Herbert Blumenthal, C. F. Casey, 
head man himself, George Steiner. 


contains 38,000 square feet of floor 
space. One structure is used for ware- 
housing, the other for offices, display 
rooms and service centers. Fluorescent 
lighting in the stock room is an 
innovation. 

Ochiltree is General Electric dis- 
tributor in western Pennsylvania, east- 
ern Ohio and northern West Virginia. 


Brady Distributing 
Holden Fluorescents 


The salesmen of Brady Electric, Inc., 
Elmira, N. Y., have another line to 
sell—the Dean H. Holden line of fluor- 
escent desk and merchandising lamps 
and reflectors for commercial and in- 
dustrial applications. 





New Representatives 
For Wheeler Reflector 


The Wheeler Reflector Co. has ap- 
pointed three new representatives in the. 
Pacific Coast territory. Nicholas & 
Cook, 1063 Howard St., San Francisco, 
are covering that area. The Los Ange- 
les section is served by J. G. Pomeroy 
Co., 823 E. Third St. E. A. Olsen, 
166 Jackson St., Seattle, is selling in 
the northwest. 


Leviton Honored 
In New York 


The electrical division of the United 
Jewish Appeal for Refugees and Over- 
Needs recently honored Isidore 
Leviton, president of Leviton Mfg. Co., 
at a dinner in New York’s Hotel Com- 
modore. Joseph Kurzon, a New York 


seas 


wholesaler, was chairman of the din- 
ner committee. Moses D. Blitzer of 
Lightolier was toastmaster. Speakers 


were Dr. Jonah 
Jonah J. Goldstein. 


B. Wise and Judge 
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at Steiner Electric, Chicago. From the 
Joe Pearson, Leon Weisbrod, and the 


Taylor Upped By 
Penn Engineering 


Paul G. Taylor has been promoted to 


merchandise sales manager by Penn 
Electrical Engineering Co., Scranton, 
Pa. He replaces P. H. Hill, who 
resigned recently. Taylor formerly 
covered the city territory. Henry 
White has been transferred from 
Wilkes-Barre to cover Scranton. And 
J. J. McMullen, who was with Biehl’s 


Inc., specialty distributor in Scranton, 
has taken over the Wilkes-Barre 
section. 


Princeton Honors 
Simmons Of General Cable 


Princeton University recently awarded 
an honorary degree of Doctor of Engi- 
neering to Donald M. Simmons, chief 
engineer of the General Cable Corp., in 
recognition of his achievements in the 
electrical industry. He graduated from 
Princeton in 1911 with an A.B. degree 
and two later received an E.E. 


degree. 


years 


Paranite To Open 
Plant At Marion 


Paranite Wire and Cable Corp. will 
soon start operations in a new plant at 
Marion, Ind. The present factory at 
Jonesboro will not be affected by the 
additional facilities, as the Marion loca- 
tion will be used primarily for the pro- 


duction of base materials. In addi- 
tion a new line of wire will be made 
there. 

The building, which was formerly 
occupied by a stove manufacturer, is 


being entirely remodeled and Paranite 
will be ready to start production within 
90 days. Edward Hunt has been ap- 
pointed general manager at Marion. 
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Westinghouse Holds 
Lamp Meeting 


Late in May more than 200 electrical 
wholesalers attended a two-day confer- 
ence sponsored by the Westinghouse 
Lamp Division. The meeting climaxed 

six-month sales drive during which 
the wholesalers obtained a million dol- 
lars in new lamp business. And prizes 
went to leading houses and salesmen. 

The wholesalers gathered at the 
Bloomfield, N. J. works the first day, 
various stages of manufacturing 
and heard addresses by D. S. Young- 
holm, O. P. Cleaver and Dr. H. C. 
Rentschler 

Vice President Youngholm, who wel- 
comed the guests, said the lighting field 
has been barely scratched. In fact he 


Saw 


declared that the use of light is only 
five per cent as great as it should be 
for adequate seeing. O. P. Cleaver of 
the commercial engineering depart- 
ment said that 1938 was the most pro- 
ductive in history as far as new lamp 
developments are concerned. Dr. Rent- 
schler, director of the lamp research 
laboratories, stated that the incandes- 
cent lamp is still only one-tenth as 
efficient as the physicists’ practical 
ideal. He also predicted some sur- 
prising improvements in flourescent and 
vapor lamps. 

The second day the wholesalers and 
their wives visited the New York Fair. 
Their attention centered on the 
Westinghouse building, where they 
were conducted through various ex- 
hibits. A dinner wound up the day. 


was 


Watching one of the manufacturing steps are Wholesalers N. C. Catlett (left), G. 
W. Mitchell, E. Perez, Leo Siegel, Sam L. Hall, Sam Kuslansky, J. D. Hall and H. 


Kuslansky. 


Sammis Heads 
Kitchen Bureau 


Walter H. Sammis, vice president of 
the Commonwealth & Southern Corp., 
is the new chairman of the Modern 
Kitchen Bureau. He succeeds George 
E. Whitwell, vice president of the 
Philadelphia Electric Co., who so ably 
piloted the Bureau since its organiza- 
tion in 1935. 

\. L. Scaife of General Electric was 
named chairman of the planning com- 
mittee. Last year this work was 
handled by L. A. Clark of Frigidaire. 
Scaife had been vice chairman of the 
committee. He is succeeded in that 
capacity by J. Nelson Stuart of Nash- 
Kelvinator. 


Refrigeration Dinner 
In Philadelphia 


On the May 18, some 
1100 dealers, distributors, utility men 
and manufacturers jammed into the 
Ballroom of the Bellevue-Stratford 
Hotel, Philadelphia, to learn how-and- 
why they are going places with re- 
frigeration this year. This group, the 
largest to attend an electrical dinner 
in that city, is cooperating with twelve 


evening of 
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distributors and The Electric Associa- 
tion of Philadelphia in the campaign. 

A. L. Hallstrom, district manager for 
Graybar, and president of the associa- 
tion, was toastmaster that evening. 
Speakers were Distributor Raymond 
Rosen of Raymond Rosen & Co., 
Dealer Homer C. Davis of George B. 
Davis & Co., and Percy H. Whiting 
of Goodwin Systems, Inc. 


New Management 
For Kadette Radio 


radio line, formerly 
manufactured by the International 
Radio Corp., is now being produced 
by the Kadette Radio Corp., a newly 
formed company headed by W. Keene 
Jackson, former general sales manager 
and a director of International Radio. 

The new organization has purchased 
all copyrights, tools, machinery, dies, 
testing equipment, etc. Headquarters 
of the firm are in the First National 
Building, Ann Arbor, Mich. 

John B. Hawkins is vice president 
in charge of manufacturing. He has 
had long executive experience in radio 
production. W. C. Walz, formerly 
secretary and treasurer of the Ann 
Arbor Federal Savings and Loan Asso- 


The Kadette 


ciation, is treasurer. Mrs. E. Graves, 
who was secretary and assistant treas- 
urer of International Radio, has these 
positions in the new organization. 


G. E. Supply, Milwaukee, 
Talks Commercial Equipment 


A short time ago the General Elec- 
tric Supply house at Milwaukee, held 
a meeting for the discussion of Hot- 
point’s line of commercial cooking 
equipment. T. P. Regan, commercial 
cooking specialist for Hotpoint, donned 
a chef’s outfit and showed the Supply 
Corporation and dealers’ salesmen how 
to use the range, fry kettle and griddle- 
broiler. 

P. R. Boole, district manager for 
G. E. Supply, was host. Other speakers 
who gave tips on selling commercial 
equipment were O. W. Wagley and 
Walter Kant of the Wisconsin Elec- 
tric Power Co. and H. K.. DeWees of 
Hotpoint. 


Florance Electric 
Takes Gibson Line 


Florance Electric Supply Co., with 
houses at Binghamton, Hornell and 
Syracuse, N. Y., has taken on Gibson’s 
line of refrigerators. 


Buffalo Goes 
True-Or-False 


Taking advantage of the growing 
popularity of question-and-answer radio 
programs, the Electrical League of the 
Niagara Frontier (Buffalo), just fin- 
ished one called “True Or False.” The 
blanks, containing. 50 questions, were 
obtained at retail stores. The winner 
of the contest gets a 6 cubic foot re- 
frigerator and the ten runners-up get 
lamps. So the folks around Buffalo 
have been Dusy questioning such state- 
ments as—‘Inside of vegetables cool 


AN EYES FRONT and hat on by Sylvan 
Lerner who sells in the metropolitan 
area for the West Philadelphia Elec- 
tric Supply Co. 
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irst when placed in a refrigerator.”— 
‘A cake of ice will sink below the sur- 
ace of a lake if a block of wood the 
same size is placed atop it.”—‘1935 
efrigerators use twice as much power 
is 1939 models to operate.” 


Expansion At 
Gough & Thompson 


Gough & Thompson, Vancouver 
wholesalers, mark the start of their 
eleventh year in business by a two-fold 
expansion. The firm has just com- 
pleted extensive renovations and en- 
largement of the fixture show room. 
[he company has also been appointed 
sritish Columbia distributor for the 
Gilson Snowbird washer. 


New Display 
For Hinsdill Electric 


Hinsdill Electric Co., Troy, N. Y., 
is installing a fixture and appliance 
display room on the second floor of its 
warehouse. The room, measuring 24 
feet by 40 feet, is being wired so all 
the ceiling and wall fixtures can be 
lighted. The company has taken on 
Sparton radios and refrigerators and 
Fairbanks-Morse _stokers. 


Horseman Opens 
Victoria Branch 


E. B. Horseman & Co., Ltd., long 
established equipment and appliance 
jobbers of Vancouver, B. C., have 
pened a branch at 494 Yates St., 
Victoria. 


Railley Gets 
“Wallette” License 


Railley Corp., originators of the Pin- 
It-Up lamp, have been appointed licen- 
sees by the Colonial-Premier Co., Chi- 
cago, to manufacture the ‘“Wallette” 
type of lamp. And Railley is introducing 
a line listing at $5.00. 


Thor Opens 
Branch, Moves Men 


Independent Pneumatic Tool Co. has 
pened a branch office at 1544 Broad- 
way, Denver. C. A. Turnquist is head 
man, and will be responsible for the 
sale and service of the company’s line 
f “Thor” products in that territory. 

A. F. Schuhl, who has been in the 
Chicago area for three years, has 
moved to New York where he works 
with distributors and their salesmen, 
holding sales meetings and calling on 
the trade in the New York territory. 
He headquarters at 330 W. 42nd St. 
H. Maiwurm is taking over Schuhl’s 
job in Chicago. 





PART OF THE CREW of the L & K Electric Co., a new wholesale house at Bing- 


hamton, N. Y. H. M. Long, right, is the “L” in the company’s name. 
president and sales manager of Southern Tier Electrical Supply Co. 


He was vice 
His partner, 


H. I. Knickerbocker, was out when the picture was taken. He was also with 
Southern Tier. Miss Katherine Bowman is the bookkeeper and Abe Cochran, left, 


takes care of inside sales. 


This house handles supplies, and both small and major 


appliances. Headquarters are at 72 State St. 


Mid-Hudson Adds 
Floor Space, Lines 


Mid-Hudson Electric Supply Corp., 
Poughkeepsie, N. Y., has taken over 
the store adjoining the present quar- 
ters, making their address 408-410 
Main St. The additional space houses 
part of the display and fast moving 
stock. This firm has also been ap- 
pointed a “B” agent for Westinghouse 
lamps and distributor for Wiremold, 
Proctor Electric and L & H ranges. 


Westinghouse 
Restores Salaries 


Some 8700 salaried employees of 
Westinghouse have been gladdened by 
restoration of their pay checks to the 
full rate. When business slipped off in 
June, 1938, the company was forced to 
reduce salaries 10 per cent. With 
things looking good again, the employ- 
ees are back at the old rate. 
Westinghouse folks receiving less than 
$125.00 per month were restored to 
their full rates six months ago. 

The company is continuing its wage 
and salary plan under which all em- 
ployees receive extra monthly pay, 
based on average profits of the preced- 
ing three months. Under this plan, 
employees have received extra income 
each month, except one, during the last 
three years. 


New Men at 
Madison Electric 


Jack D. Gould and Robert E. Coch- 
erille have joined the sales force of the 
Madison Electric Co., Detroit, selling 


the general line in the city territory. 
Two of the firm’s lighting salesmen, 
Jack Burdick and Frank Hilton, have 
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Those’® 


recently returned from Cleveland where 
they were getting ideas on recent fix- 
ture developments. 

Since the first of the year, A. H. 
Jones has been general sales manager. 
He had been on the sales staff for six 
years. Previous to joining Madison 
he sold for Graybar there. 


Hartford Directing 
Thordarson Sales 


W. S. Hartford has been promoted to 
sales manager of the Thordarson Elec- 
tric Manufacturing Co., makers of 
transformers. He has been on the sales 
force six years. 


Automatic Washer 
Buys Out Prima 


Automatic Washer Co., Newton, 
Iowa, has purchased the Prima Mig. 
Corp., Sidney, Ohio, including inven- 
tory, tools, dies, trademarks, goodwill, 
etc. This acquisition enables Automa- 
tic to expand its line and manufacture 
special-design wringers and Spin-Dry 
centrifugal extractors, both of which 
were exclusive Prima features. All 
manufacturing will be done at Newton. 


Frank Williams 
Leaves Westinghouse 


Frank Williams, Jr., vice president 
in charge of the merchandising division 
of Westinghouse Electric & Mfg. Co., 
resigned the first of the month, return- 
ing to his former home in the East to 
carry out personal plans. Before join- 
ing Westinghouse, he was vice presi- 
dent of the Diehl Manufacturing Co., 
with headquarters in Elizabethport, 
N. J 


Frank Kohnstamm, now sales man- 
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ager of the merchandising division, 
reports to Ralph Kelly, vice president 
in charge of all Westinghouse sales. 
L. E. Osborne, manager of manufac- 
turing and engineering for the division, 
reports to George H. Bucher, president. 


Torrance 
Shows Lines 


To celebrate its 25th Anniversary M. 
J. Torrance Electrical Supplies, Rock 
Island, Ill., held a two-day meeting at 
the Fort Armstrong Hotel recently. 
Twenty-two manufacturers cooperated 


| with the wholesale house in showing 


recent developments. 

The first day was devoted to con- 
tractors and architects, while industrial 
and utility men attended the second day. 
A full course dinner was served each 
night. 


U. S. Rubber Moves 
Detroit Branch 


The Detroit branch of United 
States Rubber Co. has moved from its 
former location on East Jefferson Ave. 
to 5850 Cass Ave. Increased business 
and added activities necessitated the new 
quarters, which are about twice as large 
as those formerly occupied. 

E. F. Busdieker is manager of Me- 


sales 


| chanical Rubber Goods sales there. W. 
| F. Pressey is responsible for the sale of 
| General Products and W. A. Mitchel is 


( yperat ing manager. 


Stewart-Warner 
Makes Personnel Changes 


Joseph C. Elliff has joined Stewart- 


| Warner in an executive sales capacity, 
| reporting to the vice-president and gen- 
| eral 
| Stewart-Warner he was with the Sat- 


sales manager. Before coming to 
urday Evening Post as western man- 
Previously he was in the mer- 
cantile brokerage business. 

J. R. Brandenburg, another new- 
comer is northeastern district manager 
of the radio division. He has been in 


| radio and appliance merchandising for 


14 years. B. E. Palmgreen is radio 
division sales manager of the north- 
west-central district. He was in the 
appliance business on the west coast. 


G. E. Unveils 
Radio Lines 


Electric launched its most 
radio drive to date with a 
three-day meeting at the Hotel Bar- 
num, Bridgeport. The company’s dis- 
trict sales managers and radio repre- 
sentatives from all parts of the coun- 
try were on hand for the session which 
started Memorial Day. 

Dr. W. R. G. Baker, head of radio 
and television, devoted the first day to 


General 


television. The rest of the meeting 
concentrated on the new line of radios 
But they are not keeping the story t 
themselves. For the executives of this 
division are now out carrying the 
message across the land. Those mak- 
ing trips are Dr. Baker, P. F. Hadlock 
C. R. Barhydt, Fred A. Ray, C. T. 
Wandres and A. A. Brandt. Henry 
A. Crossland, television sales manager, 
is confining his efforts at the present 
to the metropolitan New York area. 


New Lines 
For Raybro 


Raybro Electric Supplies, Inc., with 
houses at Tampa and Jacksonville, have 
recently taken on several new major 
appliance lines. These are Rex and 
Clark water heaters, Gibson ranges and 
refrigerators, and Stromberg-Carlson 
radios. 


Buhl Takes 
RCA Lines 


Buhl Sons’ Detroit, has been 
appointed distributor in Michigan and 
northwestern Ohio for RCA’s line of 
radios and phonograph records. The 
company previously sold Zenith 
products. 


Coa.. 


William E. Hurley 
Honored At Dinner 


Hurley, New York dis- 
trict representative of General Elec- 
tric’s wiring materials section, who 
retired this spring after 44 years of 
service, was guest of honor at a din- 
ner given recently by his friends and 
associates in the appliance and mer- 
chandise department, Bridgeport, Conn. 
Mr. Hurley, a member of the G-E 


William E. 


NEWEST MEMBER of Bryant Electric's 
sales staff is P. B. Osterby, who is 
traveling Connecticut and western 
Massachusetts. He comes to Bryant 
with a broad electrical background. 
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| Quarter Century Club, was continu- | 
ously associated with wiring materials | 
and their sale. 

J. H. Crawford, manager of the con- 
struction materials sales division, act- 
ing as toastmaster, presented Mr. Hur- | 
ley with a congratulatory brochure and | 
|a saddle-leather traveling case. 


New Address 
For Kent Metal 





Kent Metal Manufacturing Co., mak- 
ers of residential and commercial light- 
ing, are now located at 490 Johnson 
Ave., Brooklyn, N. Y. They had been 
at 20 Morton St. The new quarters 
give them larger and improved manu- 
facturing and shipping facilities. 


Jacobs Heads 
Belden Manufacturing 


Whipple Jacobs is the new president 
of the Belden Manufacturing Co., Chi- 
cago. He has been with the organiza- 
tion for some 24 years and before be- 
coming head man was vice-president in 
charge of sales. 


MEN ON 
THE MOVE 


Harold S. Stamm has been transferred | 
from Silk City Electric’s Paterson, N. J. 
house to the Newburgh, N. Y. branch 
where he is doing inside work. 


* 





Fred Weatherwax is specializing on 
lamp sales for Hinsdill Electric Co., Troy, 
N. Y. He is a newcomer to the organi- 
zation and worked on the inside a short 
time. 


* 
Lester Opdyke is traveling eastern Ok- | 


lahoma and western Arkansas for Fuller- 
ton Electric Supply, Muskogee, Okla. He} 
was with Thomas A. Edison, Inc. 


* 


J. J. Martineau has been promoted fri al 
the service department of Graybar’s Butte, 
Mont. house to the sales force, covering | 
parts of Montana and Wyoming. Dale E.| 
Bloomquist is now selling major appli- | 
ances, including sewing machines, in Mon- | 
tana and northern Wyoming. | 


* 


H. J. Dansdill is a new fixture salesman | 
for the Wetherbee Electric Co., Oklahoma 
City. He was with Carpenter Olson Elec- 
tric Co. 

* 

F. N. Adams has been appointed western | 
representative for the J. A. Wilson Elec- 
trical Mfg. Co., Toronto fixture makers. 
He headquarters at 1375 Franklin St., Van 
couver, B. C. 


| 
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The leading utility companies and 
“industrials” use PENN-UNION fit- 
tings to make certain of dependable 
connections. 


They know that every Penn-Union 
fitting is carefully designed and 
manufactured .. . thoroughly tested. 


Standard and 
special types, 
for every need, 


Straight and 
angle. For tube 


and cable 


All types; tub 

ing or cable, 

or flat bar 
These fittings are high conductivity 
copper alloy, with machined contact 
surfaces. 
More than 6,200 items in the Penn- 
Union line . . . for every type of elec- 
trical connection .. . aa 
- . . including many er 
NEW and IMPROVED 


fittings. 


Write for catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 


You'll find it in the complete line 


Conductor Fittings 








PROMOTED. G. S. Crane, who has 
been head of sales for Cutler-Hammer, 
has been promoted to vice president in 
charge of both sales and engineering. 
A member of Cutler-Hammer for 29 
years, Crane has served in both engi- 
neering and sales. After managing the 
Cleveland sales territory, he was trans- 
ferred to Milwaukee in 1921 as man- 
ager of the controller department. Then 
in 1925 he became general sales man- 
ager. In 1931 he was elected to the 
Board of Directors and appointed vice 
president in charge of sales. 


Mark J. Perreault, who was service 
manager at the Flint, Mich. [ 
Westinghouse Electric Supply, has been 
advanced to city sales. His work in the 
service department has been taken over by 
Harold H. Mitchell, who was transferred 


from Detroit. 


house of 


* 


A. W. Lehman has joined Viking Air 
Conditioning Corp., Cleveland, as advertis- 
ing and sales promotion manager. He was 
formerly with Willard Battery and Eaton 
Mfg. Co. 

* 


W. R. McAllister is covering the south- 
eastern territory, from Philadelphia to New 
Orleans, for Farnsworth Television and 
Radio Corp. He has been in radio since 
men 


7 


R. E. Lovdal is the new sales manager 
for Westinghouse Electric Supply at Mil- 
waukee. He had been a territory sales- 
man and his old stamping ground is now 
covered by Gordon L. Bear, who head- 
quarters in Racine. 


* 


D. W. Maupin is the new Hotpoint 
specialist for the Electric Supply Co., Des 
Moines, Iowa. 


* 


Frank E. Young, Jr. has been promoted 
to apparatus and supplies sales manager 
for Westinghouse Electric Supply at Salt 
Lake City. 

* 
Richard L. Broeck has joined the sales 


force of the H. Poll Electric Co., Toledo, 
handling appliances. 


36 


A. N. Martinson, who has been man- 
ager of the Pittsburgh office for the Gen- 
eral Electric Vapor Lamp Co., has moved 
to Hoboken as district sales manager. 
M. J. Rudman has taken over the Pitts- 
burgh managership. He was on the sales 
staff there. 


OBITUARIES 


L. A. Bridges 


Mr. L. A. Bridges, 71, sales representa- 
tive for Westinghouse Electric Supply Co., 
Milwaukee, died recently. 

Mr. Bridges traveled the territory west 
of Madison for Westinghouse, and previ- 
ously covered the same territory for Julius 
Andrae & Sons Co., before that organiza- 
tion afhliated with Westinghouse. 


George P. Gardner 


George P. Gardner, 83, until his resig- 
nation in 1938 a member of the board of 
directors of the General Electric Co. for 
43 years, died June 6, at his summer home 
in Bourne, Mass. 

Mr. Gardner 
1855, and 
1877. 

His interests were widespread, and, in 
addition to being a director of General 
Electric, he had held prominent positions 
in many other- organizations. 

Outside of his business interests he held 
memberships in the Somerset Country 
Club, Boston, the University Club of New 
York, and the First Corps Cadets. 


Boston in 
Harvard in 


born in 
from 


was 
graduated 


Morton Gilde 


Morton Gilde, 43, general manager of 
the Easy Washing Machine Corp., Syra- 
cuse, died of heart disease on June 9. 

Mr. Gilde was graduated from Union 
College, Schenectady, and joined the Easy 
Corporation in 1920. From 1924 to 1937 
he was divisional sales manager in the 
New York Division, and then was trans- 
ferred to Syracuse as_ general sales 
manager. 


Charles B. Price 


Charles 
treasurer 
Pettingell 
his home 
a. 

He was born in Salem, Mass., and 
joined the Pettingell Andrews Co. in 1889. 
Four years later he attained the executive 
above named. In 1929 he and his 
brother, Frank, re-purchased the company 
name from the G. E. Supply Corp., with 
the fixture business located at 378 Stuart 
St., where a nine story wholesaling build- 
ing had been erected by the Price interests 

Until his retirement in 1933 he was 
chairman of the board of the fixture house 
of Pettingell Andrews, and was a director 
of several industrial and utility organi- 
zations. 

He is survived by his mother, his widow, 
a son, a daughter and his brother. 


f3rowne Price, 69, former 
and general manager of the 
Andrews Co., Boston, died at 


in Swampscott, Mass., on May 


posts 


MEETINGS AHEAD 


Chicago—National Electrical Manufac 
turers Association at Palmer House, Octo 
ber 23 to 27. 

e 


Cincinnati—National Retail 
Association, July 17 to 21. 


Hardware 


Cincinnati— National Electrical Whole 
salers Association at Gibson Hotel, Octo 
ber 16 to 20. 

e 


Philadelphia—National Electrical Con 
tractors Association at Bellevue-Stratford 
Hotel, October 9 to 12. 


San Francisco—lInternational Associa 
tion of Electrical Inspectors, northwest anc 
southwest sections, August 14 to 18 
Western section at Hamilton, Ont., Sep 
tember 11 to 15. Southern section at Ashe 
ville, N. C., September 18 to 22. Easter: 
section at Providence, R. I. October 2 


to 6. 
is 


San Francisco—I|luminating Engineer 
ing Society at Hotel Fairmont, August 21 
to 25. 


MORE FACTS 
ON PRODUCTS 


Air Conditioning—Carrier Corp., Syra- 
cuse, N. Y. “World’s Fair Weather for 
Every Store and Office” is the name of 
a folder illustrating how a self-contained 
air conditioner may be adapted to the 
physical layout of various 
closures. 


shaped en 


v 


Cable Terminators—O. Z. Elec. Mfg 
Co., Inc., 262 Bond St., Brooklyn, N. Y 
3ulletin 102 illustrates and gives spe 
cifications for their complete line of ter 
minating potheads for lead and rubber 
covered, and other braided cables. It 
also includes information on their con 
duit end bells, conduit wiping caps, wip- 
ing sleeve terminators, flange adapters 
cabinet sealing glands, and _ specia 
terminators. 


v 


Electric Eye Devices—Photobell Corp., 
96 Warren St., New York. Bulletin F 
describes in detail and illustrates this 
company’s electric eye equipment includ- 
ing photo-relays, separate light units and 
photo-cell housings, standard and special 
accessories, and burglar alarm systems. 


v 


Home Cooling—Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis. Bulletin 
FU-16 illustrates and describes their line 
of air freshening and cooling equipment, 
and contains a general discussion of air 
freshening and cooling—what it is, how 
it works, and how to install. It als 
tells how to figure the cooling load. It 
is illustrated by photographs and draw 
ings. 
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MODERN! STREAMLINED! 


For maintaining a constant level of 
oil in ring or ball bearings, pump 
and gear housings, etc. 


"SOLD THRU THE WHOLESALER" 


WRITE FOR BUL. No. 25 


Trico Fuse Mfg. Co. Milwaukee, Wis. 








PROOF 


480 LBS. 
PULL TEST 


Here’s proof you 
can depend on 
ILSCO Solderless 
Lugs to grip 
wires securely — 
against as much 
as 480 LBs. PULL! 


Learn what Your 
customers who 
use lugs, think 
of the ILSCO line. 
Write for large, 
attractive display 
card. No cost. No 
obligation. 


rom og of scale used 
test: Ibs. Lugs 

same size as shown below, 
for #8 to #4 wire range. 


ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Rd., Cincinnati, Ohio 
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Inspected Equipment — Underwriters’ 
Laboratories, Inc., 161 6th Ave, New 
York, have issued their “List of Inspected 
Electrical Equipment,” of May, 1939. This 
replaces all similar lists, supplements, and 
bulletins of earlier dates. 


v 


Lighting—Kent Metal Mfg. Co., Brook- 
lyn, N. Y. Catalog Number 5 discusses 
architectural lighting, with illustrations 
and specifications of their equipment for 
both commercial and residential lighting. 


i 


Motor & Maintenance Equipment— 
Ideal Commutator Dresser Co., Syca- 
more, Ill. An 84-page catalog and hand- 
book containing up-to-date information 
on their motor and maintenance equip- 
ment, and electrical specialties. It in- 
cludes illustrations and descriptions of 
all new products added to their line, and 
gives hints on commutator care, opera- 
tion of direct current generators, defini- 
tions of electrical terms and engineering 
tables. 


They Sell 
Dealers Only 
CONTINUED FROM PAGE 9 
lines of business hailed it as coura- 
geous and sound. 
And all 


electrical 


local 
watching 
closely to see the results of this new 
policy. Maybe 
will follow suit. 


branches of the 
fraternity are 
other wholesalers 
At any rate, they 


HOW TO KILL A SALE 


YOULL HAVE To 
WAIT YOUR TURN 
FOR DELIVERY. LINE 
FORMS ON THE LEFT, 
MR. JONES. YOU KNOW 
WERE THE ONLY 
HOUSE THAT SELLS 
THEM 


believe that it is a type of modern 
pioneering which deserves to suc- 
ceed. 

It will be successful, Beller says, 
if manufacturers of the appliances he 
sells have the courage to support 
him. That means, if they will keep 
their lines away from those whole- 
salers-in-name-only who sell for cash 
at dealers’ prices to anyone who 
If they will restrict 
their franchises to wholesalers with 
a wholesaler policy, that’s all that 
is necessary. 


comes along. 


It is an interesting coincidence 
that NEWA, at the recent Hot 
Springs meeting, expanded its by- 
laws to permit membership of appli- 
ance distributors. This makes Bel- 
ler Electric, an association member 
for 15 years, the first appliance 
wholesaler member. It is no co- 
incidence though that Robert Beller, 
at the same meeting, was elected to 
the executive committee. 

He has had long experience in 
association work, and is well aware 
of the benefits accruing to members 
of a trade group. He was one of 
the founders, and is a past presi- 
dent, of the Essex Electrical League, 
and for several years has been treas- 
urer of the New Jersey Council of 
Electrical Leagues. 
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Sell the Elevator 
Repair Shop 
— CONTINUED FROM PAGE |! 
more speed jobs. The low speed | 
used for starting and stopping. 
srakes often must within | 
1/100 of a second. They are oper- | 
ated by solenoids, magnets, arma- 
tures, torque motors, and all sorts 
f electrical means. | 





act 


Modern passenger elevators do al- 
most everything automatically. <A 
rapidly increasing proportion of 
them need no operators other than 
their passengers. They automati- 
cally signal each other, slow down 
m approaching tops and bottoms of 
shafts, shut off their own power if 
stopped too long at one floor, level 
floors, and so 


these actions must be 


themselves at 
With all of 


emergency 


on. 


They require | 
thousands of items that you sell. 
Passenger 


releases. 


elevators often have} 
telephone systems, so operators may 


talk with starters, etc. 


Many have 
indirect lighting systems. 


Fans for 
Watch for | 


photo-electric floor leveling devices, 


the cars are standard. 


and safety beams so doors may not 
" ~ ’ 


be bumped into passengers. 





They're All Elevators 


Escalators come under the head- 
ing of passenger elevators. They too 
have many new safety devices. 

Even freight and industrial ele- 
vators have new automatic devices. 
Often they start automatically when 
loaded, and stop and unload them- 
selves automatically. 

Watch 
lhese are used in factories, theatres, 
by commercial photographers to po- 
sition cameras, and in all sorts of 


for pe rrtable elevators. 


dd places. 


You have replacement 














Tough — long wearing — heavy duty 
60% jacketed 


PORTABLE CORDS 
WELDING CABLES 
MINING MACHINE CABLES 


Designed for maximum flexibility, to resist fracture 
due to twisting, and with strength to withstand sharp 
jerks and pulls under torsion. 





































Send for samples. 


PRODUCTS 
Hot rolled rods 


lelelacie late Malalalcle Madge late 


bare and tinned 
copper wire 
U.R.C 


paper 
rubber 


WT -Yohdal-id olaeteh wire cotton 


ona asbestos sale lo lal ai wire 


Tariiichictc MN dla} MiNe lilo MEM ote lao l 
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Outlasts 8 to 10 Ordinary Blades 
Can’t Break In A Frame 





notors for them. Portable 
ables and connectors need replace- 


power 


nent, and new heavy duty recepta- | 
‘les are frequently called for. 

In the installation and 
repair the purchasing | 
went, the foreman of the outside | 
naintenance and repair gangs, the| 
nachine shop superintendent, and 
he product designer. | 

For new buildings, or extensive | 
verhaul and rebuilding jobs, see | 
he architect, the electrical contrac- | 
or, and the consulting electrical en- 


elevator 


shops, see 


yineer. 


And 


see the electrician. 
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Milford Flexible Rezistor is the 
new type hacksaw blade that 
stands the hardest kind of use. 
Made of special alloy high speed 
steel, it cuts the toughest metal 
at “burn-out” speed, yet outlasts 
8 to 10 ordinary blades. Manu- 
factured by a new, heat-treating 
process, it is shatterproof (no 
danger from flying steel 


THE HENRY G. THOMPSON & SON CO. 


677 Chapel Street 


splinters), it won't break in a 
frame. And Milford Flexible Re- 
zistors have that clever idea— 
Easy-Starting Teeth—to save time 
and blades when coarse teeth 
jam. Simply drawing the blade 
back to the Easy-Starting Teeth 
starts you cutting again. If your 
jobber can’t supply Milford Flex- 
ible Rezistors, write directly to us. 


New Haven, Conn. 














REFLECTO-DUCT 


FLUORESCENT LIGHTING 


r 


Copyright & Patent Pending 

A new and better reflector that is 
@ INEXPENSIVE 

@ HIGHLY EFFICIENT 

@ EASY TO INSTALL 

@ RICH IN APPEARANCE 

® 


LISTED BY UNDERWRITERS 
LAB., INC. 





WHOLESALERS— 


Write for details on our prop- 
osition. 


There's profit in it for you! 


REFLECTORS, ING. “2s.ccmior¢ 








ALL 
SCRULUGS 
ARE TIN- 


BURNDY 


ENGINEERING CO., INC. 
459 E. 133 Street, N.Y. C. 
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SHERMAN 
RIGID GROUND FITTINGS 


Latest design in 
solderless fit- 
tings for cor- 
rectly installing 
No. 8 and No. 6 
Bare Armored 
or Unarmored 
Ground Wire. 
Can also be 
used with 
cables or cord. 
The special 
clamp firmly 
grips the armor 
or outer cable 
insulation. Pipe clamp may be reversed 
for use with ground rod. Other types 
available also. Send for sample and bul- 
letin No. 12. 


H.B. SHERMAN MFG. CO. °*incs ga5r* 

















360 FURMAN ST, 
CABLE ADDRESS 


SHIPPING ABROAD? 
We bolve We handle overseas orders for 


American electrical wholesalers 
or electrical manufacturers. We 
pay cash in New York, carry 
the foreign accounts and as- 


sume the responsibility for con- 
Vroblews sular and customs requirements. 


COLORTOP 


FUSES 


THE COLOR TELLS THE SIZE 


EYE-APPEAL 
is BUY-APPEAL 


The all-colored shock-proof top— 
the color-banded carton — the 7- 
color display bex are 

“PLUS VALUES" that 

SELL. That means more 

profit for you. 


“Always thru A 
the WHOLESALER" &= 
WS 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 














INSULATED 
STAPLES 


S.H.COUCH COMPANY. nc. 
North Quincy, Mass. 
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